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Abstract 
This hermeneutical phenomenological study of small business owners’ 
experiences in a rural New York State county was conducted to determine why small 
business owners started their business and how they define and measure success.  The 
United States has spent billions of dollars on small business growth and was counting on 
small business success to drive economic recovery without a universally accepted 
measure of small business success and a limited understanding of how small business 
owners measured success. The findings of the study were: people became small business 
owners to achieve autonomy and personal happiness; they defined success as personal 
achievement; and small business owners measured success through employee judgments, 
market judgments, and owner judgments.  Participants thought that owner judgment may 
also be related to the high failure rate of small businesses.  Small business ownership was 
different from other businesses; owner’s motivations made a difference on whether a 
business was successful; and small business ownership was very personal and viewed as 
an extension of the owner themselves.  Measurements of success in small businesses 
might change based on its stage of growth and the number of layers between an owner 
and the employee.  The robust picture of small business ownership yielded from this 
study should be used to: aid small business owners in achieving success; reduce 
employee turnover in organizations; enable potential small business owners to determine 
if ownership suits them; and influence policy in developing methods, practices, and 
incentives that enable employment growth in small businesses. 
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Chapter 1: Introduction  
Four factors made small business an important component of the American 
economic landscape worthy of discussion and study.  First, small businesses produced 
more than half of the American Gross Domestic Product (GDP) (Kobe, 2007).  Second, 
they also employed more than sixty million Americans (The Small Business Economy, 
2009) representing more than 99.7% of all employers.  Third, the government was 
spending at least $2.386 billion in 2009 to encourage small business growth (The 
Recovery Act, n.d.).  Lastly, small businesses in America had a failure rate in excess of 
60% within the first six years of existence (Spors, 2006).  Therefore, small businesses 
were critical to the economy for employment, the government was encouraging an 
increase in small business, yet the high failure rate made small business ownership a 
risky proposition. 
Definitions of what constituted a small business and business failure are presented 
to lay a foundation for the reader.  Additional background information provided are: the 
demographics of small business owners, the economic contribution of small business 
enterprises in the United States, and an overview of government spending that was 
focused on small businesses.  Stakeholder views are discussed to show that there may be 
differing views of how success is viewed in small businesses.  The problem statement 
and research questions are then presented as a basis for this research study. 
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 Terminology 
Definition of a small business.  It is essential to clarify what constitutes a small 
business.  Small businesses could be sole proprietorships which had no employees except 
the owner.  These firms were usually referred to as non-employer firms in the literature 
(U.S. Small Business Administration, 2008).  Small businesses could also be 
organizations that had employees, in addition to the owner, that depended on the success 
of the firm for their livelihood.  This latter category was usually referred to as “employer 
firms” in the data.  The Small Business Administration (SBA) has size standards that 
vary by industry.  Each industry has size limits defined by the maximum amount of 
revenue or the maximum number of employees.  These size limits ranged from $0.75M to 
$175M in revenue and from 50 employees to 1500 employees (U.S. Small Business 
Administration, 2008).  However, it is generally accepted that firms of less than 500 
employees were considered small firms (Bureau Labor Statistics, 2005).  Thus the term 
small business in this dissertation means businesses with less than 500 employees.  
Definition of business success.  There was no generally accepted definition of 
business success that had been found in the literature.  The literature focused instead in 
defining business failure with the implication being that “non-failure” was the definition 
of business success.   
There was also no unilateral definition of business failure in the literature.  In fact, 
Watson and Everett (1993) identified that four definitions for measuring business failure 
have been used in the literature: 
1. Discontinuance of business for any reason 
2. Bankruptcy or ceasing operations with a loss to creditors 
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 3. Disposed of to prevent further losses 
4. Failing to make a go of it 
They concluded that “no one definition is clearly superior on all criteria identified as 
being important in choosing a measure of failure” (Watson, 1993, p. 46). 
In 1996 Watson and Everett identified that discontinuance of business had two 
different definitions in previous studies.  The first meaning was any change in or ceasing 
of ownership which is called discontinuance of ownership.  This could be a sale with the 
organization continuing to prosper when ownership changed.  The second meaning was 
when a business ceased to operate which was called discontinuance of business.  
Therefore, there are actually five definitions of business failure used in the literature:  
1. Discontinuance of Ownership 
2. Discontinuance of Business 
3. Bankruptcy or ceasing operations with a loss to creditors 
4. Disposed of to prevent further losses 
5. Failing to make a go of it 
In their 2003 study, Astebro and Bernhardt defined business failure as closing of 
operations, a discontinuance of business definition according to Watson and Everett’s 
criteria.  Therefore, if a firm was sold or changed ownership but continued operations it 
was not considered a business failure.  This definition accurately portrayed a business 
that continued to contribute to the economic growth of the world economy and was not a 
business failure, even if it was sold or had any other type of ownership change.  
Consistent with the manner in which the Small Business Administration (SBA) discussed 
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 business failures, closing of operations is the definition of business failure that will be 
used in this document. 
Small Business Background 
The following sections provide background about small businesses by discussing: 
the number of small businesses in the US, who owned small businesses, where they were 
located, the number of people employed by small businesses, and their contribution to the 
Gross Domestic Product of the United States.  Additionally, the rate of small business 
failure and an estimate of the cost of small business failures in America were analyzed in 
this section.  
Number of small businesses in the U.S.  The number of small businesses is hard 
to accurately count due to the number of sole proprietorships that have businesses in their 
basements and have very little reporting to the government.  However, the US Small 
Business Administration estimated that there were 6.1 million employer and 23.1 million 
non-employer firms in 2008.  They also estimated that 627,200 employer businesses were 
established (approximately 10% of total employer businesses) and 595,600 (9.7%) 
employer businesses closed operations in 2008 (The Small Business Economy, 2009).  
Thus the total number of employer firms grew by approximately 31,600 in 2008. 
Who owns small businesses?  The March 2008 supplement to the Current 
Population Survey identified various demographic characteristics of people who were 
self-employed between 2000 and 2007.  In 2007, the self-employed were predominantly 
White, male, married and at least 45 years old.  Additionally, the majority were native-
born.  The number of small business owners that had at least a bachelor’s degree was 
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 36.6% compared to 36.4% who had a high school degree or less (The Small Business 
Economy, 2009). 
There has been change in the composition of small business owners over the 
period from 2000 to 2007.  The percentage of women self-employed increased 9.7% 
during that time period.  The number of Blacks who were self-employed increased 36.6% 
during that same time period.  Self-employed Hispanics increased 109.7% to rise from 
5.6 to 10.3% of all self-employed persons.  Individuals between the ages of 55 and 64 
increased from 16.4 to 21.9%.  The number of individuals with a bachelor’s degree who 
were self-employed increased 28.4% (The Small Business Economy, 2009).  While 
business owners had become more educated, and the diversity of business owners had 
increased, the typical business owner was still a middle-aged white male. 
Locations of small businesses.  In 2007, 45% of self-employed individuals were 
in suburban areas, 22.7% were in urban areas, and 18.6% were located in rural areas.  
From 2000 to 2007 rural self-employment declined from 24.0 to 18.6% (The Small 
Business Economy, 2009).  However, Plummer and Headd (2008) found that birth and 
death rates of small businesses did not vary much between rural and urban areas.  
Therefore, the decline of rural self-employment could be explained by the self-employed 
moving their business from rural to suburban areas while continuing to operate their 
small business.  However, the decline of rural self-employed could also be explained by 
the 9.3% increase of the self-employed who do not identify where they were located; this 
is an increase of 13% from 2000 to 2007 (The Small Business Economy, 2009).  
Employment by small businesses in the U.S.  The number of people employed 
by small businesses has increased over time.  From 1988 to 2006, employment in 
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 employer firms with less than 20 employees grew from 18,319,642 to 21,609,520 or 
17.9% (The Small Business Economy, 2009).  During this same time period employment 
in employer firms with less than 500 employees grew from 47,914,723 to 60,223,740 or 
25.7% (The Small Business Economy, 2009).  In 2006, half of all Americans employed 
in the private sector worked for a small business (U.S. Small Business Administration).  
Additionally, 60 to 80% of the net new employment has been attributed to small 
businesses since the mid 1990s.  Lastly, the employment growth in the U.S. that ended 
the last two recessions, 1990 and 2001, came from firms with less than 20 employees in 
the US.  These employment gains have been essential to the recent economic recoveries 
in America (The Small Business Economy, 2009). 
GDP contribution by small businesses in the U.S.  Small businesses with fewer 
than 500 workers are the engine of economic growth in America.  They “account for half 
of the nation’s private, nonfarm real gross domestic product (GDP) (The Small Business 
Economy, 2009, p. 7).  GDP was a percentage of growth adjusted for inflation on an 
annual basis.  The following table shows that the United States total GDP increased from 
1999 through 2008 (GDP, 2011).  Since the contribution of small businesses to the GDP 
had consistently been around 50% from 1998 through 2004 and the GDP was growing, 
then small business’ contribution also grew in order to maintain half of the country’s 
GDP.  Therefore, small businesses had a consistent history of being a substantial 
contributor to the economic growth of America (Kobe, 2007).    
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 Table 1.1 
Real GDP Growth of the United States 
Year 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 
Real 
GDP 
Growth 
(%) 
4.1 5.0 0.3 2.5 3.1 4.4 3.2 3.2 2.0 1.1 −2.6 2.8 
GDP Real Growth Rate (2011).  Retrieved from http://www.indexmundi.com 
 
Small business failure in the U.S.  Small business failure in the U.S. is a 
common occurrence.  Research in the Small Business Administration’s Office of 
Advocacy found that only 66% of small businesses existed after two years, 49.6% after 
four years, and 39.5% after six years based on census data for businesses started between 
1989 and 1992 (Spors, 2006).  Schurenberg stated that “about one-third of startups don’t 
survive their second year, and only one in two ever make it to the five-year mark” (2007, 
p. 16).  The data from multiple sources consistently supported that by the end of six years 
over 60% of small businesses failed.  However, Nucci found that as the age of the 
business increased the chance of failure decreased (1999).  Therefore, those firms that 
survived the first six years had an excellent chance to remain in business.   
The cumulative number of new establishments between 1990 and 2003 was 
10,858,146 according to the U.S. Census Bureau.  Of these new establishment births, 
8,916,742 were firms located in only one place and 1,941,404 had more than one 
operating unit (Plummer, 2008).  Applying the SBA’s Office of Advocacy statistics to the 
cumulative number of new establishments between 1990 and 2003 means 60.5%, or 
6,569,178, of these firms had ended operations by 2009.  It is reasonable to interpolate 
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 that the majority of these 6,569,178 failed firms between 1990 and 2003 were small 
businesses based on the government statistics. 
Cost of small business failure to the U.S. economy.  The economic cost of the 
small business failures in the United States has not been quantified.  However, some 
deductive reasoning yielded three obvious conclusions; establishing a business costs 
money, money lost in a failed business hurts the financial strength of the economy, and 
there was an opportunity cost for the time and money spent on the failed business attempt 
that may have actually helped the financial strength of the economy somewhere else. 
To attempt to quantify an economic cost for small business failure in the US the 
following data was used to give three cost scenarios.  First, according to the ACA, the 
“average angel group investment was $241,528 per round” of investment in 2006 (SBA, 
2008, p. 23).  It was also reported that 15.1% of new business founders have a need for 
this external capital.  If we use this investment information for the economic cost 
calculation and apply it to the 595,600 small business failures in 2008 (The Small 
Business Economy, 2009) we would get an extrapolated cumulative cost of 
$21,721,966,000 for American small business failures in 2008. 
The second scenario was created by using the average investment expected by 
owners of new ventures (SBA, 2003) and the 2008 number of employer and non-
employer.  Assuming 20.9% (the same percentage of employer firms in 2008) of the 
595,600 small business failures had more than one owner, then their average investment 
was $37,975 (Blade, 2003) for a cost of $4,724,974,400.  Additionally, assuming 79.1% 
of the 595,600 small business failures were single owners their average investment was 
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 $8,026 (Blade, 2003) for a cost of $3,781,205,900.  The sum of these two numbers would 
bring the total cost under this scenario to $8,506,180,300 for 2008. 
The last scenario assumes that all small business failures in 2008 were single 
owners.  For this calculation the 595,600 small business failures were multiplied by the 
average investment of $8,026 (Blade, 2003).  This would yield a total economic cost for 
the small business failures of $4,780,285,600 for 2008.    
In summary, using these estimates, the cost of lost investments in 2008 small 
businesses, due to business failures, ranged between $4.78B and $21.72B.  These 
estimates excluded any and all secondary negative financial impacts or costs such as loss 
of equity on repossessions, foreclosures, unemployment payments, welfare or other 
governmental assistance, etc. for the owner or employees.  The economic impact of small 
business failures is substantial on the U.S. economy and it would be economically better 
if these resources were applied to a business that was already successful or had a higher 
chance of being successful. 
Recent government policy.  The government has acknowledged the importance 
of small business to the US economy and ensured a number of the economic stimulus 
programs were positioned to help small businesses. On Feb. 17, 2009, Congress passed 
the American Recovery and Reinvestment Act (ARRA) of 2009.  The Act’s purpose was 
to create new jobs and save existing ones, and to drive economic activity and investment 
into long-term economic growth.  The original intention was to achieve these goals by: 
providing $288 billion in tax cuts (See Appendix A); increasing federal funds for 
entitlement programs by $224 billion; and making $275 billion available for federal 
contracts, grants, and loans (See Appendix B).  In 2011, the original Recovery Act 
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 expenditure estimate of $787 billion was increased to $840 billion (The Recovery Act, 
n.d.).  By reviewing the list of programs funded (See Appendix A and B) by the ARRA 
there was at least $2.386 billion directly targeted at encouraging small business growth 
(The Recovery Act, n.d.).   
Additionally, the Troubled Asset Relief Program (TARP) has been commonly 
known for the bailout of major financial institutions; however, TARP dollars have also 
been used to assist small businesses (The Small Business Economy, 2009).  The Federal 
Reserve also lowered the interest rate banks charge each other to almost zero which was a 
major factor in the prime rate dropping by five percentage points in approximately 
fourteen months.  This lowered the interest rates that small businesses paid on borrowed 
money (The Small Business Economy, 2009). 
While not a recent policy, the Small Business Administration’s budget was a 
significant amount of money spent directly on fulfilling its mission to “aid, counsel, assist 
and protect, insofar as possible, the interests of small business concerns” (SBA.gov, n.d.).  
The fiscal budget of request by the Small business Administration was $994 million in 
2011 to administer its services to small businesses (SBA.gov, n.d.). 
The Small Business Administration had delivered millions of loans, loan 
guarantees, contracts, counseling sessions and other forms of assistance to small 
businesses since its founding in 1953(SBA.gov, n.d.).  The 2009 budget for the programs 
that it administered was “authorized $7.5 billion for the Certified Development Company 
or 504 Loan Program, $17.5 billion for 7(a) Guaranteed Loan Programs and $3 billion for 
venture capital support under the Small Business Investment company program” 
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 (SBA.gov, n.d.).  Hence, the federal government funds directly focused on small 
businesses was approximately $31.38B for SBA programs and administration. 
Stakeholder views of small business success.  There are various stakeholders of 
small business success and each of them potentially views success differently.  The 
national government views success in terms of an increase in the number of people 
employed because the government counts on small businesses to stimulate the economic 
recovery and lower unemployment.  Government entities may also view business success 
as a source of future taxes. 
Suppliers and all debtors of a business view success as the ability to have their 
bills paid in a timely manner.  Banks and other financial institutions view business 
success as an increase in the average monthly account balance, larger loan amounts, and 
timely payment of fees, as well as continued business with the bank. 
Investors generally wanted a return on their investment in a reasonable period of 
time.  Some small businesses have investors in the form of passive partners or Angel 
investors (SBA, 2008). 
A small business owner could view success as increase in personal income, 
desired free time, personal fulfillment, professional achievement, or a myriad of other 
factors, none of which include an increase in the number of people they employed.  Since 
the small business owner is the owner, they are more than just another stakeholder.  They 
could decide to start or end a business.  Their motivations to operate a business, their 
definitions of success, and their measures of success must be better understood in order to 
positively impact the growth of small businesses in America.  The review of the literature 
yielded limited studies that had a purpose of identifying how small business owners 
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 define or measure success.  However, there were two gender studies that had findings that 
suggested small business owners may in fact have different motivations for being in 
business and therefore measure success in their own unique way (Horridge & Craig, 
2001) (Fasci & Valdez, 1998).  A third gender study looked at women executives and 
professionals and the relationship between why they left large organizations and the way 
they measured business success in their entrepreneurial endeavor (Buttner & Moore, 
1997).   
The Research Problem Statement 
The literature showed that there was not a universal measure of small business 
success.  A few studies suggested that small business owners may go into business for a 
variety of reasons and therefore may measure success uniquely based on why they went 
into business (Fasci & Valdez, 1998) (Horridge & Craig’s, 2001) (Buttner & Moore, 
1997).  However, there were limited studies found whose purpose was to determine how 
small business owners define and measure success.  
As mentioned in the Recent Government Policy section of this document, the 
United States is spending a lot of money to encourage the growth of small business by 
providing tax cuts and making money available for federal contracts, grants, and loans 
(The Recovery Act, n.d.).  The government is counting on small business success to drive 
economic recovery without a universally accepted measure of small business success and 
no real understanding of how a small business owner defines and measures success.  
With the high failure rate of small businesses this could be an unwise investment by the 
government. 
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 The Research Question 
The research questions for this study are:  
1. Why does a small business owner go into business in America? 
2. How does a small business owner define success of their business in America? 
3. How does a small business owner measure success of their business in 
America? 
Potential Significance of the Study 
Understanding the motivations behind why a person became a small business 
owner will help identify the characteristics of a small business owner.  This could help all 
entities which interact or were depend on small businesses to be more effective in the 
interrelationship.  This alone could increase the success rate of small businesses in 
America.  Understanding how small business owners defined success may help to 
establish win-win relationships among all stakeholders.  Additionally, it could serve as an 
assessment of whether the motivations and drivers of business owners are aligned closely 
with their stakeholders.  Lastly, knowing how a small business owner measures success 
would enable many stakeholders to ensure that there was congruency between the 
measures of the business owner and all other stakeholders.  This could have policy 
implications with small business programs, financial institutions, or economic policy at 
the local, regional, and national level.  
Knowing how small business owners measure success would enable the United 
States’ government to build economic policies in a manner that would incent small 
business owners to grow employment in America.  This information may also enable the 
government to know where not to spend taxpayer money on small businesses because it 
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 would not grow employment of other people and therefore would not help stabilize the 
country’s economy.  For example, if the government was interested in growing 
employment then maybe there should be no government incentives given to non-
employer small businesses unless the small business owner was a new owner who was 
leaving the ranks of the unemployed by beginning a small business. 
Additionally, insight and understanding gathered by this study could enable a 
standard measure of success for small businesses to be established regionally and 
nationally.  This standard measure of small business success would enable future research 
and analysis to be done on the factors contributing to small business success.  The 
literature reviewed in this dissertation showed that the majority of the research done on 
factors impacting small business success were using different measures of success and 
therefore impact across studies cannot be replicated or compared.  Therefore, a standard 
measure would enable other meaningful studies and analysis to be done that could 
significantly impact the success of small businesses across America.  
Lastly, the findings of this study could help current and future small business 
owners.  The information could be used to determine if small business ownership was a 
good career match for a particular individual.  Current business owners may find value in 
benchmarking their company against the findings of the study to better their success.  
Also the findings could also potentially be used in the development of entrepreneurial 
studies, courses, or workshops that business owners take to help them better run their 
businesses.  
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 Chapter Summary 
Small businesses are a crucial component of the U.S. economy.  Small businesses 
create about 50% of the US GDP annually, and they employ a substantial proportion of 
the US population (The Small Business Economy, 2009).  The United States government 
had invested considerable amounts of money to encourage the creation of stable and 
profitable small businesses as part of the national economic growth policy (The Small 
Business Economy, 2009) (SBA.gov, n.d.) (The Recovery Act, n.d.) .  However, the 
failure rate in U.S. small businesses remained high (Spors, 2006). 
Limited studies have focused exclusively on small businesses.  Those studies that 
had been conducted have not focused on why small business owners started a business 
and how they defined or measured success.  Additionally, many studies that have focused 
on small businesses used traditional measures found in large businesses or whatever the 
researcher thought was appropriate.  There has not been a study that has tried to 
exclusively identify the appropriate measures of success for a small business from the 
viewpoint of the small business owner. 
Therefore, the purpose of this study was to determine why small business owners 
started their business and how they defined and measured success.  Knowing why small 
business owners became business owners and how they defined and measured success 
would enable the establishment of a standard measurement for the success of small 
businesses.  This would enable broader studies at regional and national levels including 
factor analyses to help increase business success.  Ultimately, it may lead to sounder 
economic policy for providing incentives to start or grow stable small businesses. 
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Chapter 2: Review of the Literature 
Introduction and Purpose 
This chapter includes the literature reviewed on owner characteristics and 
strategic business decisions that impact the success of a small business in America.  A 
methodological review, substantive gaps found in the current literature, and 
recommendations made for further research are discussed in this chapter. 
Literature Review 
Articles reviewed were published in peer reviewed journals from 1991 through 
2011.  The following keywords were used in conducting the database searches:  small 
business, owner characteristics, factors, success, failure, study, America, and the U.S.  
Articles reviewed were limited to research studies conducted in the U.S.A.  The articles 
have been compiled into general topics found in the literature and presented 
chronologically within the topics in the following sections. 
Owner styles/dispositions.  The first category of factors presented in the 
literature review was conducted on various aspects of owner styles or dispositions.  These 
included studies on leadership styles, decision making in economic downturns, attribution 
tendency and owner personality. 
Sorenson (2000) conducted a study of 59 small businesses in Texas by 
administering a survey to test the five leadership approaches in a small business and their 
impact on success of the small business.  The four outcomes utilized to determine success 
were: business outcomes (financial performance of the company); family outcomes 
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 (family independence and satisfaction, a tight-knit family, respect in the community, 
child development, development of new businesses for family members); employee 
satisfaction and employee commitment.  The survey used items from the Michigan 
Organizational Assessment Questionnaire and the Multifactor Leadership Questionnaire 
as well as additional items created by Sorenson.  A seven-point Likert-type scale was 
used for each item.  Responses were factor analyzed using principal component analysis 
with varimax rotation.  The results revealed that participative, referent, and laissez-
faire/mission leadership were associated with successful outcomes in the family success 
measures and the business success measures.  Participative leadership positively 
influenced all four of the outcomes.  This study implied that a small business owner’s 
leadership style is related to whether they will experience business success. 
Rogoff, Lee, and Suh (2004) conducted a study that involved three sample 
groups.  The first was a group of 189 independent pharmacy owners in New Jersey.  The 
second was a group of 231 business owners from four U.S. cities.  The purpose of the 
study was to test the effects of self-serving attribution bias of business owners in 
identifying factors that impact their business success.  The last was a group of 16 
entrepreneurship experts.  All groups were given the same survey of open-ended 
questions regarding factors that impeded or helped business success.  The factors 
identified by respondents were coded as internal or external based on the author’s 
opinion.  All three groups identified internal factors, such as hard work ethic, 
management skills, and effective communication, as the main contributing factors toward 
success.  However, the two groups of business owners identified external factors, such as 
regulation, competition, and economic conditions, as the main contributing factors 
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 toward failure while the experts identified the main factors contributing to failure were 
internal factors. 
Latham (2009) surveyed 137 executives at software firms of all sizes to determine 
what strategies they employed during economic downturns.  Hofer’s framework for 
turnaround strategies was utilized to categorize the firm’s response to the economic 
downturn.  Hofer stated that a firm had three strategic responses when economic decline 
was experienced: asset reduction, cost reduction, or revenue generation.  Five hundred 
fifty-nine public and private firms were surveyed with 137 completing the process.  
Eighty-three firms were companies that had been operating less than 18 months and had 
fewer than 100 employees.  This was a mixed method study with the quantitative data 
gathered being analyzed by comparing the means of start-ups and established firms on 
survey items.  Descriptive analysis of the content was done by coding terms associated 
with the strategies of cost reduction, asset reduction, and revenue generation identified by 
Hofer’s framework.  When economic downturns impacted the organization, start-up 
companies held investments at their current level or increased them while large firms cut 
their costs.  Start-up firms focused on generating revenue by maintaining or increasing 
sales, marketing, and R&D investments while large firms focused on cutting costs.  These 
findings suggested that the management of small firms approached business decisions 
differently than management of large firms.  Furthermore, small business owners had a 
different approach or view of risk-taking, problem solving, and facing uncertainty. 
Zhao, Seibert, and Lumpkin (2010) conducted a meta-analysis to understand the 
role of personality and becoming an entrepreneur (intention) and the success of the 
entrepreneur’s firm as measured by firm survival, growth, and profitability.  The Five 
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 Factor Model (FFM) of personality, a measure of risk propensity, and meta-analytic 
methods were used.  The analysis included data from 60 primary studies (15,423 
individuals) that included the measurement of a personality trait that could be categorized 
in terms of the FFM or risk propensity, and either entrepreneurial intention or 
entrepreneurial firm performance as outcome variables.  All personality dimensions 
except agreeableness positively related to intentions to becoming an entrepreneur.  Risk-
propensity, openness, and emotional stability had the largest effect size.  All dimensions 
except agreeableness and risk propensity positively related to entrepreneurial 
performance; openness, conscientiousness, and emotional stability had the largest effect 
respectively.  Openness to experience and conscientiousness appeared to have the 
strongest and most consistent association with both entrepreneurial intentions and 
entrepreneurial performance.  
Valdiserri and Wilson (2010) conducted a study of construction firms with less 
than 500 employees in Pennsylvania and West Virginia to determine how leadership 
styles impacted a firm’s success as measured by employee effectiveness and employee 
satisfaction.  The Multifactor Leadership Questionnaire survey (MLQ) was utilized with 
a five-point Likert-type scale.  Specifically, the MLQ Rater Form, MLQ Leader Form, 
and the MLQ Scoring Key Form 5X were administered to participants.  Transformational 
and transactional leadership had significant impact on a small business’ employee 
satisfaction and employee effectiveness. 
These studies tend to show that leadership style and personality of the small 
business owner can impact the success of the business.  Additionally, small firms 
typically reacted to economic downturns by trying to grow the revenue of the business.  
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 Since in small businesses these decisions are generally driven by the business owner it 
seemed to show that small business owners may have a higher risk propensity than other 
business leaders.  Lastly, Rogoff, Lee, and Suh’s (2004) work showed that owners may 
attribute positive results to things they do and negative results to things outside their 
control.  Therefore, business owners self-declaring the causes of success would likely by 
biased towards factors they controlled.    
Gender of the owner.  Does the gender of the small business owner impact the 
success or longevity of a firm?  Kalleberg and Leicht (1991) conducted a longitudinal 
study of 411 companies in 12 counties in Indiana.  They examined the differences in the 
survival and success of small businesses run by men and small businesses run by women.  
Companies chosen to participate were either randomly chosen or all companies were 
included depending on the number of companies available.  Data was gathered in 1985, 
1986, and 1987 via telephone interviews.  Three hundred ten companies completed the 
three year study.  The results showed that a woman owned business was not more likely 
to go out of business than a business owned by a man.  A woman owned business was 
also just as likely to be successful as measured by gross earnings as a business owned by 
a man while accounting for growth over the time of the study.  The study also found that 
a company’s age was positively related to its survival.  The only variable that had 
different effects for men and women was prior self-employment.  In men’s businesses 
prior self-employment had a statistically significant positive relationship to business 
survival.  In women’s businesses prior self-employment had no statistically significant 
relationship with business survival.  The lack of significant interaction between gender 
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 and other variables “suggests processes underlying the survival” (Kalleberg & Leicht, 
1991) of men-owned and women-owned businesses are similar.  
Loscocco and Leicht (1993) used the same data as Kalleberg and Leicht (1991) 
from businesses located in 12 counties of Indiana.  They found that women small 
business owners earned less than men small businesses owners.  They also found that 
women-owned small businesses generated less revenue.  However, they found that the 
earnings difference resulted from differences in “business characteristics and human 
capital, not from differences in the effects of the characteristics on business success 
(Loscocco & Leicht, 1993).  In other words, if the business characteristics and human 
capital were the same in a male-owned business and a female-owned business they found 
the earnings of the two firms would be similar.  The findings showed little support for 
gender differences impacting business success. 
Buttner and Moore (1997) conducted a study of women across seven states.  The 
purpose of the study was to investigate four issues: what motivated former managerial or 
professional women’s entrepreneurial decisions; what role family concerns played in the 
women’s entrepreneurial motivation; how these entrepreneurs measured success; and 
whether the women’s entrepreneurial motive was related to the ways they measure their 
business success.  Participants went through a two stage selection process.  First, there 
were identified from either random selection from lists of successful entrepreneurs, 
referrals by the National Association of Women Business Owners, or were candidates or 
winners of Entrepreneur of the year awards given by each city’s Chamber of Commerce.  
Second, a participant needed to meet five requirements which included: having previous 
professional or managerial experience in a large organization; having been in business 
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 one year or more; having been the founder of the business; own at least 50% of the firm; 
and have held a major managerial role in the business at the time of the study.  One 
hundred forty-eight people were contacted and one hundred twenty-nine responded.  
Each respondent completed a questionnaire and then participated in a focus group with 
other study participants.  The questionnaire required participants to rate 32 reasons for 
leaving the prior organization on a six point scale.  Additionally, the participants rated the 
importance of six measures of their success.  The success measures used were profits, 
business growth, self-fulfillment, achievement of goals, social contribution and balancing 
family.  The ratings were factor analyzed using varimax rotation.  The participants rated 
the order of importance of the success measures as self-fulfillment, achievement of their 
goals, profits, business growth, balancing work and family, and making a social 
contribution respectively.  Additionally, Buttner, and Moore concluded that the 
participant’s motivations for starting a business influenced how they measured business 
success. 
Fasci and Valdez (1998) conducted a study of 604 accounting practice owners to 
compare the productivity of male and female ownership.  They defined productivity as 
annual gross revenue and annual net profit.  The ratio of these two numbers (profit ratio) 
measured the overall productivity of the firm.  Business, personal, and attitudinal 
characteristics are included as independent variables in the study.  Participants completed 
a field-tested questionnaire that was sent to an equal number of men and women owned 
accounting firms randomly chosen across the nation.  Gender was associated with 
differences in the profit ratio of businesses.  Male owned firms could expect a higher 
profit ratio when all other factors were controlled, even though women had a slightly 
22 
 
 higher average profit ratio.  This suggested that there was some interrelation between the 
independent variables and gender.  Fasci and Valdez (1998) suggested that this had 
historically been viewed as evidence of barrier differences between men and women in 
owning a business, or in other words, discrimination.  Importantly, women were more 
likely to design their businesses to have flexibility, and flexibility was associated with 
lower profit ratios.  The effect of owner education had no significant influence on 
revenue, profit, or profit ratio. 
The purpose of Horridge and Craig’s (2001) study was to investigate Brush’s 
proposed “integrative perspective” with which women viewed their businesses.  The 
integrative perspective was a model comprised of four dimensions: individual, 
organization, process, and environment.  Specifically, the purpose was to study whether 
women perceived their businesses as cooperative networks of relationships rather than 
separate economic units.  They conducted a qualitative study of 22 women business 
owners from the apparel and accessory manufacturing industry in Texas.  A semi-
structured interview was conducted on-site consisting of 36 open-ended questions.  The 
structure of the interview questions were based on Brush’s four dimensions of venture 
creation or acquisition.  A pilot study was completed with two of the original 35 people 
that were willing to participate in the study.  Interviews were conducted in the 
participant’s place of business.  Participant owners self-identified themselves as a 
successful or unsuccessful business. Coding of the interviews identified 10 first-level 
topic areas with several second-level and third-level topic areas.  The findings provided 
partial support Brush’s integrative perspective.  Women in the study gave making money, 
professional achievement, independence, and personal fulfillment as reasons for starting a 
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 business.  Women owners also stated that pride and self-esteem were measures of 
personal success just as equal as financial gains.  Participants seemed to be intuitive 
rather than step-wise in making decisions.  Business performance was measured by the 
participants in both economic and non-economic terms.  There was no significant 
difference found between successful and unsuccessful owners in regards to age, 
education, work experience, or location of their businesses.  Success was determined by 
asking the participants “Do you think of yourself as successful at what you do?”  If a 
participant answered “Yes” they were considered successful; if “No” they were 
considered unsuccessful. 
Coleman (2007) used data from the 1998 Federal Reserve’s Survey of Small 
Business Finances to study what factors contributed to the growth of women owned 
firms.  Women owned growth firms were also compared to growth firms owned by men.  
The data used was the largest and most comprehensive set of data of its type as it 
included balance sheet and income statement data for 3,561 small U.S. firms.  Growth 
firms were defined as companies at least five years old with a minimum of $500,000 in 
revenue.  Non-growth firms were all firms that were not five years old and all firms that 
did not have $500,000 in revenue.  One hundred sixty-six women owned firms and 1,064 
men owned firms met this definition.  Results of the comparison of women-owned 
growth firms and women-owned non-growth firms showed that: growth firms were more 
likely organized as a limited liability company; owners had significantly more business 
experience; and were significantly more likely to have a loan.  The comparison between 
men owned and women owned growth firms showed that both were: more likely to be a 
limited liability company, more likely to be in the retail sector, less likely to be family 
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 owned, and both had more prior experience than non-growth firms.  For both men and 
women owned growth firms, level of education of the owner had very little relationship 
to success.  This was inconsistent with other studies; perhaps because of the type of 
higher education the owners had (Coleman, 2007). 
Business planning.  Planning in business has been studied to determine its impact 
on the success of a firm.  In a well designed study, Perry (2001) conducted a study to 
explore the relationship between planning and business failure in small businesses of the 
United States.  The study was a match paired design that included samples of failed and 
non-failed small businesses (less than 500 employees) that were similar in age, industry, 
size, and location.  Failed firms were defined as a bankruptcy with loss to creditors.  All 
other firms were considered non-failed firms.  When there was more than one match, 
non-failed firms were matched at random.  The data source was the Dun & Bradstreet 
Company listing.  Failed firms were defined as firms that filed for bankruptcy protection 
with a loss to creditors.  The planning portion of the questionnaire was developed through 
dialogue with small business owners and was then pre-tested.  A professional telephone 
survey research firm conducted phone interviews of the failed firms.  The survey took 
place in 1997 and resulted in 152 matched-pair cases.  The results showed little planning 
occurred in most small businesses, however, the difference in means between failed firms 
and non-failed firms was significant, suggesting that lack of planning is related to firm 
failure. 
Perry (2002) used the same data, survey, and design to look at whether there was 
a relationship between gender and lack of planning and firm failure.  Findings showed no 
statistical difference between genders in planning, or in the failure rate of businesses that 
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 were owned by men and women owned firms.  This well designed study showed that 
women owned firms tended to have fewer employees.  Additionally, the study found that 
non-failed firms, regardless of the gender of the owner, appeared to have leaders with 
more prior relevant experience than failed firms. 
Meers and Robertson (2007) sought to explore the relationship between 
performance and business planning as well as identify the planning tools and techniques 
used in profitable small businesses.  Seventeen strategic planning executives from 
privately owned profitable companies were chosen using a judgment sample.  Judgment 
samples are criterion used in exploratory research according to Meers and Robertson 
(2007).  The main criterion for inclusion was profit.  A self-report questionnaire, which 
used Roney’s comprehensive planning model, was distributed to each executive.  It was 
found that formal planning was done by 41% and informal planning was done by 82% of 
the participants on an annual basis. The majority of the participants adhered to Roney’s 
principles of comprehensive planning.  Roney’s comprehensive planning process was 
comprised of: completing internal diagnoses, creating goals, and having orderly 
implementation procedures.  Ninety-four percent completed internal diagnoses as a part 
of their planning process.  Seventy-seven percent created goals and 94% developed 
strategy as a part of the planning process.  Seventy-six percent of participants stated they 
had an implementation process and 71% said that progress toward achieving objectives 
was monitored.  There were no failed businesses included in the study. 
Danes, Loy, and Stafford (2008) conducted a well-designed study to investigate 
the contribution of integrated management practices on multiple dimensions of success 
for small private firms.  The data came from a random sample of firm owners in the 1997 
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 National Family Business Study.  The subsample used was 572 owners of non-farm 
businesses.  Three phone interviews were conducted with each participant.  Business 
success was measured by gross revenue and congruity, which was a measurement of the 
owner’s assessment of harmony between family members about business activities.  
Owner characteristics (5 factors), business characteristics (8 factors), family/business 
interface management (13 factors), and business management (8 factors) were used as 
independent variables in the regression analysis.  Business characteristics had the largest 
impact on gross revenue (37.2%) and congruity (13.8%).  Congruity was defined as the 
owner’s assessment of harmony among family members about decision making and 
activity coordination for the business and was measured by owners responding to seven 
parameters using a scale of 1 to 5.  Owner characteristics impacted gross revenue by 
13.6% and congruity by 4.2%.  Family/business interface management explained 8.2% of 
the gross revenue and 9.7% of the congruity variances.  Business management was 
associated with 2.2% of gross revenue and 3.3% of congruity changes – this was the 
lowest impact of all variable categories.  Activities in the business management category 
which positively affected revenue was preparing financial records and determining 
numerical objectives.  This was associated with increases of revenue by 11.4% and 
21.5% respectively.  Other findings were: each unit of owner health was associated with 
29.2% increase in revenue; each additional year of owner experience was associated with 
2.4% more gross revenue; each additional year of owners education resulted in 1.4% 
more revenue; and each additional hour worked weekly by the owner was related to a 2% 
growth in revenue.  The study also found that trying to run a business part-time while the 
owner had a full-time job was associated with lower revenues and lower family 
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 congruity.  Additionally, having family members work for the business and being a sole 
proprietor were both associated with less revenue.  Lastly, using household income to 
meet cash flow problems of a business was associated with less revenue and less 
congruity.   
Networking.  Miller, Besser, and Malshe (2007) examined whether membership 
in formal networks helped small businesses operating in small or rural communities be 
successful. Field interviews with network directors and members, as well as a review of 
the literature, were used to create hypotheses and gather qualitative data.  Seventy-seven 
industry-based associations and community-based strategic business networks in four 
Midwestern states were selected based on a combination of systematic random sampling 
and purposive sampling.  Twenty-nine networks agreed to participate.  One thousand one 
hundred twenty-two network members completed the closed-ended phone interview.  A 
subsample of business owners with fewer than 20 employees and less than $5M in annual 
revenue for 2002 yielded 377 respondents used in the study.  New scales were developed 
for the five key constructs being studied based on prior research.  The scales were then 
piloted with 30 small business owners who belonged to non-participating networks.  
When asked if membership improved their business, business owners said that 
networking did positively impact the business by elevating optimism, profits, and market 
status.  The mean was a 3.57 on a 5-point scale which means that membership in 
networks was seen as more advantageous than not. 
Loscocco, Monnat, Moore, and Lauber (2009) used data from the 1998-1999 
Upstate New York Small Business Study to compare the networks of men and women 
who ran similar businesses.  Participants were drawn randomly from lists of small 
28 
 
 businesses (100 or fewer employees).  Structured interviews were conducted with 320 
men and 323 women who owned small businesses.  The results showed that both men 
and women had the same number of people they could turn to for specialized help.  
However, 38% of women reported having no organizations to go to for business help as 
compared to 26.3% of men.  Women had larger networks, more relatives in their 
network, and a more diverse network than men.  Contacts for both men and women were 
more often men.  The study showed that business size was associated with better 
networks for men owned firms but not for women owned firms.  Owners with more 
formal education had a more diverse network of people who were important to their 
businesses.  The authors stated that the question of whether women converted their 
network to business success comparable to men remained unanswered. 
Community involvement.  Community involvement has been included in the 
literature review because there has been research done on the relationship between a 
firm’s community support and commitment and the firm’s success.  Besser (1999) 
analyzed the relationship between small business success and its commitment and 
support of the local community in 30 communities in Iowa.  Consequences of the 
enlightened self-interest model were examined using hierarchical multiple regression 
analysis.  The enlightened self-interest model of corporate social responsibility predicts 
that businesses that support their local communities will be more successful.  Business 
success was measured by a subjective self-evaluation of owners, change in the number of 
employees, and plans for the future.  The communities and the small businesses were 
randomly selected for participation in phone interviews.  Business success was 
significantly related to number of employees, age of the firm, competition, owner’s years 
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 of experience, and community commitment and support.  However, when all variables 
were included in a regression then number of employees, business age and education 
became statistically insignificant.  Contrary to prior research gender and age of the firm 
owner, firm age, and the size of the firm were not associated with business success once 
social responsibility factors were added.  In addition, positive relationships were found 
between the amount of local competition, the owner’s years of experience and business 
success.  
Besser and Miller (2004) analyzed data collected from phone interviews 
conducted nationally in 2000 which had a sample of 515 small businesses (20 or less 
employees) to test the association between small business owners and community 
support.  Public relations was not positively related with firms providing community 
support, rather it was shared fate that was associated with all types of community support.  
Firms that had employees were more likely to provide all types of community 
involvement.  Having local customers had a negative impact on all kinds of community 
support, except leadership, from small businesses.  There was no measure of business 
success used in this study. 
Other factors.  In the review of the literature there were a few factors for which a 
single empirical study was found.  These studies covered various topics and are presented 
in this section in chronological order.  For example, Astebro and Bernhardt (2003) 
studied the relationship between small business survival and having bank loans versus 
other types of loans.  They used the 1987 Characteristics of Business Owners (CBO) data 
which was collected by the US Census.  They used a white male sub-sample of the data 
for companies that were started in 1987 who had capital at start-up and still existed in 
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 1991.  This yielded 923 company observations of companies that were likely to be 
candidates for bank loans.  Three sets of descriptors were used in the data: loan 
information; human capital information (education of owners, family business 
background, self-employed experience, work experience, etc.); and company information 
(legal form of business, number of owners, etc.).  They did not discuss the impact of the 
human capital descriptors on business success.  They found that businesses with bank 
loans had owners with less education, less previous business experience, and less work 
experience.  Companies with bank loans also tended to have more than one owner and 
were less likely to be a start-up company.  The sales revenue of companies with bank 
loans was almost twice that of companies without bank loans.  They found no large 
empirical difference in the coefficients for whether or not the firm was a partnership or a 
corporation.  The results of the study showed that having a bank loan was positively 
related with company survival when all variables are included in the regression but 
negatively correlated with survival when looked at as a single variable.  However, having 
loans from other sources was positively related to firm survival in all cases. 
Chrisman and McMullan (2004) conducted a well designed longitudinal study of 
Small Business Development Center (SBDC) clients.  They compared the survival rates 
of SBDC clients and non-clients.  The impact of the amount of time an entrepreneur spent 
with SBDC counselors preparing to start their own business on firm survival was 
analyzed.  The data set was long-term clients (received five or more hours of counseling) 
of the SBDC program in Pennsylvania in the years 1992, 1994, and 1996.  The 
participants were surveyed one year after receiving assistance.  In 2001, a follow-up 
study was conducted with the same recipients of assistance.  The earlier analysis of these 
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 participants indicated they were representative of the population receiving long-term 
client counseling over this time period.  Five hundred seventy-six clients were sent 
questionnaires by mail with 159 completing usable responses. Data from the original 
surveys and the survey conducted in 2001 were used for this study.  Data gathered by 
Boden for general firm survival rates between 1992 and 1996 showed a 47% survival 
rate.  Survival rates for the owners who received SBDC counseling were significantly 
greater at 65.2%, 60.7%, and 70.1% for the respective cohorts.  Hours spent working with 
an SBDC counselor were positively associated with the likelihood of survival, however 
there were diminishing returns with increased number of hours. 
Chawla, Hazeldine, Jackson, and Lawerence (2007) examined the contribution of 
critical success factors, business life cycle (age), and the legal form of the firm of small 
businesses.  Participants were asked to rate the importance of 40 success factors.  The 
demographic data of company age and the legal form of the company were used to 
compare whether the critical success factors identified by owners changed based on the 
legal status and age of their company.  The data for the study came from a survey of 400 
small businesses (less than 500 employees) in a Texas city.  There were 178 participants 
that completed the surveys.  Business characteristics and owner characteristics were 
gathered as a part of demographic section of the survey.  The critical success factor 
section was based on 40 critical success factors found in the literature.  Businesses with 
less than one year of experience were not represented in the study.  Principal component 
factor analysis with oblique rotation was used to analyze the data.  The study confirmed 
the firm’s legal form as an additional variable to consider in small business’s 
development.  The study also found that the legal form of a firm may be a valuable 
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 measure in estimating a firm’s stage in its life cycle.  There were no measures of success 
utilized in this study.  
Multiple factor studies.  Studies that investigated multiple factors were less 
prevalent in the literature than studies focused on owner characteristics or a single 
specific factor.  Variyam and Kraybill (1994) conducted a study based on a survey of 646 
small business owners/managers (less than 500 employees) in twenty-five rural Georgia 
counties over a five year period.  The purpose of the study was to determine the impact of 
the owner’s education, prior business experience, work effort, gender, minority status, the 
use of new technology in the firm, management’s emphasis on goal attainment, the firm’s 
independence, the legal status of the firm, the age of the firm and the size of the firm on 
the employment growth of the firm.  Four different hierarchal regression models were 
estimated.  The results showed that a firm’s age and size were negatively related to the 
growth of employment.  Women and minority owned firms had slower growth rates than 
other firms.  Multiple establishment firms were related to a higher employment growth 
rate than independent or single establishment firms.  Owner’s education level was 
significantly related to the firm’s employment growth.  The hours worked by the owner 
were positively related to the growth of the firm’s employment, but the impact was 
minor.  Additionally, using new technology and emphasizing planning were significantly 
and positively related to the growth of employment of the firm. 
Lussier (1995) completed a carefully controlled study with 216 companies in six 
New England states to test the contribution of 17 variables to the success and failure of a 
firm.  A matched pair design with a regression analysis of all 17 variables with 108 failed 
and 108 successful firms was used to determine if successful and failed firms started with 
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 equal resources.  The variables used in the analysis were: capital, record keeping and 
financial control, industry experience, management experience, planning, professional 
advisors, owner education, staffing, product/service timing, economic timing, age of 
owner, number of partners, number of parents who owned a business, minority status of 
owner, marketing skills, age of business, and size of business.  Planning, professional 
advisors, education, and staffing were significantly related to business success or failure.  
Successful firms used professional advisors more and developed more specific business 
plans than failed firms.  Failed firms had owners with more education and had less 
difficulty staffing the organization.  Therefore, Lussier concluded that failed and 
successful firms did not have equal starting resources. 
Chawla, Pullig, and Alexander (1997) conducted a study to identify critical 
success factors and assess the factor’s importance across industries and the firm’s age by 
administering a questionnaire to 190 small businesses.  The questionnaire had 41 factors 
derived from the literature.  Likert-type scales were applied to each of the factors for 
business owners to identify which factors were critical to the firm’s success.  Factor 
analysis was used to extract 11 factors.  These 11 factors were applied across a variety of 
industries and firms at different stages of organizational growth.  The study showed the 
Critical Success Factors (CSF) might be different for different industries.  It appeared that 
the CSFs remain the same as a firm moves through its life cycle; however the relative 
importance of each CSF may change.  For example, owner experience was identified as 
having a relationship to success for manufacturing/construction businesses less than 10 
years old, but was not shown to be significant for the retail businesses of the same age. 
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 Van Praag (2003) used the definition of success in business as the owner remaining 
self-employed irrespective of whether the firm’s ownership changes.  The data came 
from the National Longitudinal Survey of Youth (NLSY) from 1979 through 1989.  A 
sub-sample of white males was used for homogeneity purposes which yielded a sample 
of 271 young white male owners.  The factors analyzed in this study were: owner age, 
self-employment experience, industry experience, occupation experience, education, 
owner capital, family background, whether the owner started the company while 
unemployed, and motivation to start a business.  Older business owners, at the time of 
starting the business, were more likely to have increased business longevity.  Only 
relevant experience, versus any former experience, was positively related to business 
success and longevity.  The owner’s motivation for starting a business was significantly 
related to the length of time a person remains self-employed.  Individuals who became 
self-employed when unemployed were less likely to be successful.  In regards to capital, 
it was found that people starting with their own capital and owners who take loans had no 
significant difference in the success of their business.  Self-employment experience, 
owner’s locus-of-control, and regional unemployment rates showed no significant 
relationships to business success or longevity. 
Fairlie and Robb (2007) used the 1992 Characteristics of Business Owners Survey 
(CBO) to study whether having a self-employed parent or other family member improved 
the results of a small business.  The study limited the data sample to firms that had at 
least one owner work for at least 12 weeks and at least 10 hours per week in 1992.  The 
results confirmed that education of the business owner was positively related to the 
success of a business.  The study also confirmed the previous findings that male owned 
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 businesses were more likely to be larger and more successful than female owned 
businesses.  Firms located in urban areas were more likely to fail and have fewer 
employees, but were more likely to have larger revenue and profits.  Owners having prior 
work experience in a family owned business and work experience in a similar type of 
business were more likely to have higher profits.  The study also found that owners 
having at least $5,000 of capital were more likely to have success (hire more people, 
higher profit, and longevity). 
Methodological Review 
Many of the empirical studies which looked at factors that may affect business 
success were quantitative studies using some form of statistical analysis; only a limited 
number of qualitative studies were found.  Bivariate correlations, multiple regression 
models, factor analysis, and comparison of means were typically used. 
Matched pair designs of successful and failed businesses gave the best 
comparisons to analyze the difference between firms because the firms are similar size, 
age, industry, locations, and other factors.  Therefore, this type of design provided some 
attempt at controlling confounding factors to determine which factors actually impacted 
business success.  Longitudinal studies also had benefits because firms are looked at over 
time which enabled analysis of factors that changed in a firm.  Both of these types of 
studies, matched pair designs and longitudinal, enabled the analysis of certain 
development points in a firm’s life cycle and their impact on business success.  However, 
these types of studies were more difficult to conduct because of difficulties with data 
gathering were quite scarce in the literature. 
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 In the case of longitudinal studies gathering the data required a number of years.  
Matched pair designs required access to a lot of data to find a matched pair of companies 
in which one failed and one was successful.  Contact with failed firms needed to be made 
very soon after the failure of a business before owners were no longer present.  This need 
for immediate identification and contact of failed firms made collecting data on failed 
firms difficult.  Methodology of this type required the matched pair design to be 
longitudinal studies just by the very nature of contact having to be made as firms are 
failing over time and large data sources needed to be available to find a matched 
successful firm. 
Large data sources for these types of studies are limited; many used census data or 
national small business surveys.  Data sources used were the: Survey of Small Business 
Finances conducted by the Federal Reserve, Dun & Bradstreet Company listing, National 
Family Business Study, Upstate New York Small Business Study, and the Characteristics 
of Business Owners survey.  These large studies do not always collect the same data from 
one period of time to another.  For example, the Characteristics of Business Owners 
survey did not include C corporations or LLCs as participants one year; the data only 
contained sole proprietors, partnerships, and S corporations. Additionally, the factors able 
to be studied are limited to the data collected in one of the national surveys.  This limited 
what factors large longitudinal studies could analyze. 
Studies that did not use some type of census data utilized surveys to capture data 
from firm owners directly.  These studies were generally regional in nature and smaller in 
sample size.  The data gathered was determined by the author and varied greatly 
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 depending upon what factors the authors were studying.  Hence many studies of one 
factor were done as primary studies with small data sets. 
The measures of success found in the literature review varied greatly (See 
Table 2.1).  Authors of studies determined their own measure of success as there is not 
one standard measure of success in the literature.  Limited owner determined measures of 
business success were found in the literature.  However, there were a few studies that 
utilized owner-declared success or lack of success as the measure of success (See 
Table 2.1).  Additionally, there were measures of small business failure found in the 
literature review that varied from Watson and Everett’s (1996) definitions of business 
failure (See Table 2.2). 
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 Table 2.1 
Measures of Business Success Found in Literature Review 
Author Measure of Success Used 
Sorenson (2000) Change in Profit in Last Five Years (self-declared) 
Astebro and Bernhardt (2003) Company Survival 
Besser (1999) Self-Declared Success, Change in Number of 
Employees in Last Five Years, and Plans for the 
Future 
Buttner and Moore (1997) Profits, Business Growth, Self-Fulfillment, 
Achievement of Goals, Social Contribution and 
Balancing Family 
Chawla, Pullig, and Alexander (1997) None 
Coleman (2007) Revenue greater than $500k 
Danes, Loy, and Stafford (2008) Gross Business Revenues, Congruity 
Fairlie and Robb (2007) Employment Growth, Profit, Longevity 
Fasci and Valdez (1998) Gross Revenue, Net Profit, Profit Ratio 
Horridge and Craig (2001) Pride in Product, Increased Market, Name 
Recognition, Money or Income 
Kalleberg and Leicht (1991) Gross Earnings, Firm Survival 
Loscocco and Leicht (1993) Gross Revenue 
Loscocco and Leicht (1993) Owner Earnings 
Loscocco, Monnat, Moore, and Lauber 
(2009) 
Size of Business 
Lussier (1995) Industry Average Profits 
Miller, Besser, and Malshe (2007) Self-Declared Success 
Rogoff, Lee, and Suh (2004) Participant Determined 
Sorenson (2000) Financial Performance vs. Major Competitors 
(self-declared) 
Valdiserri and Wilson (2010) Employee Effectiveness, Employee Satisfaction 
van Praag (2003) Length of Time a Small Business Owner 
Variyam and Kraybill (1994) Employment Growth 
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 Table 2.2 
Measures of Business Failure Found in Literature Review 
Author Measure of Failure Used 
Astebro and Bernhardt (2003) Closing of Operation 
Kalleberg and Leicht (1991) Telephone Number Inoperative 
Lussier (1995) Losses to Creditors 
Perry (2001) Bankruptcy with a Loss to Creditors 
Perry (2002) Bankruptcy with a Loss to Creditors 
Rogoff, Lee, and Suh (2004) Participant Determined 
van Praag (2003) Compulsory Exit 
 
Additionally, many studies developed the survey instrument they utilized from 
factors cited in literature, but few specifically mentioned whether they performed trials to 
test the effectiveness of the survey instrument.  Validity of survey instruments remains an 
important concern in this literature. 
There were studies found that the authors had owners report the cause of business 
failure or success.  These studies are at risk for attribution bias by the owner assigning 
blame to others for problems and taking personal credit for success.  While gathering data 
this way might help researchers to develop hypotheses or develop a theory, conclusions 
drawn from these types of studies are suspect.   
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 Substantive Gaps in the Current Literature 
There were many gaps in the current literature regarding the determination of 
what factors contributed to the success of a small business.  First, there continues to be a 
limited amount of studies specifically focused on small business.  Secondly, the lack of 
standard measures for business success and for business failure prevents the scientific 
development of this literature (Rogoff, Lee, & Suh, 2004).  Table 2.3 shows the factors 
identified in the literature review as impacting business success.  Table 2.4 shows the 
factors found in the literature review as being related to business failure.  
41 
 
 Table 2.3 
Factors Identified in the Literature Review as Having a Relationship to Success 
Author(s) Factor/Characteristic Related to Success 
Loscocco, Monnat, Moore, and Lauber (2009) Better Networks 
Fairlie and Robb (2007) Capital 
Besser (1999) Community Commitment 
Besser (1999) Community Support 
Kalleberg and Leicht (1991) Company's Age 
Besser (1999); Rogoff, Lee, and Suh (2004) Competition 
Rogoff, Lee, and Suh (2004) Conscientiousness 
Danes, Loy, and Stafford (2008) Determining Numerical Objectives 
Rogoff, Lee, and Suh (2004) Economic Conditions 
Variyam and Kraybill (1994); Lussier (1995); Fairlie and Robb 
(2007); Danes, Loy, and Stafford (2008) 
Education 
Zhao, Seibert, and Lumpkin (2010) Emotional Stability 
Rogoff, Lee, and Suh (2004) Environmental Factors 
Loscocco and Leicht (1993) Family Responsibilities 
Rogoff, Lee, and Suh (2004) Financing Issues 
Horridge and Craig (2001) Pride and Self-Esteem 
Variyam and Kraybill (1994); Danes, Loy, and Stafford (2008) Hours Worked in the Business 
Rogoff, Lee, and Suh (2004) Human Resource Issues 
Rogoff, Lee, and Suh (2004) Individual Characteristics 
van Praag (2003) Industry Experience 
Fairlie and Robb (2007) Inherited Business 
Sorenson (2000) Laissez-faire Leadership 
Coleman (2007) Legal Structure 
Coleman (2007) Loan 
Fasci and Valdez (1998) Gender 
Fairlie and Robb (2007) Management Experience 
Chrisman and McMullan (2004) Management Issues 
Zhao, Seibert, and Lumpkin (2010) Market Knowledge 
Astebro and Bernhardt (2003) Marketing Activities 
van Praag (2003) Networking 
Chawla, Pullig, and Alexander (1997); Besser (1999); Perry 
(2002); Coleman (2007); Fairlie and Robb (2007); Danes, Loy, 
and Stafford (2008) 
Number of SBDC Hours 
Danes, Loy, and Stafford (2008) Openness 
Sorenson (2000) Other Loans (non-bank loans) 
Variyam and Kraybill (1994); Lussier (1995); Perry (2001) Owner Age 
Danes, Loy, and Stafford (2008) Owner Experience/Knowledge 
Rogoff, Lee, and Suh (2004) Owner Health 
Lussier (1995) Participative Leadership Style 
Horridge and Craig (2001) Planning 
Sorenson (2000) Preparing Financial Records 
Rogoff, Lee, and Suh (2004) Product Characteristics 
Chrisman and McMullan (2004) Professional Advisors 
Lussier (1995) Providing More Money or Income 
Chawla, Pullig, and Alexander (1997) Referent Leadership Style 
Rogoff, Lee, and Suh (2004) Technology 
 Transactional Leadership Style 
Valdiserri and Wilson (2010) Transformational Leadership Style 
Variyam and Kraybill (1994) Use of Technology 
Fairlie and Robb (2007) Worked in a Family Business 
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 Table 2.4 
Factors Identified in the Literature Review as Having a Relationship to Failure 
 
Author(s) Related to Failure 
Variyam and Kraybill (1994) Age of Firm – Negative Relationship to 
Employment  Growth 
Rogoff, Lee, and Suh (2004) Competition 
Rogoff, Lee, and Suh (2004) Economic Conditions 
Rogoff, Lee, and Suh (2004) Environmental Factors 
Danes, Loy, and Stafford (2008) Family Members Working for the Business 
Rogoff, Lee, and Suh (2004) Financing Issues 
Variyam and Kraybill (1994) Firm Size – Negative Relationship to 
Employment Growth 
Variyam and Kraybill (1994); Fairlie and 
Robb (2007) 
Gender – Women Less Successful and 
Smaller, Slower Employment Growth 
Rogoff, Lee, and Suh (2004) Human Resources Market 
Rogoff, Lee, and Suh (2004) Individual Characteristics 
Perry (2001) Lack of Planning 
Danes, Loy, and Stafford (2008) Legal Structure (sole proprietor) 
Rogoff, Lee, and Suh (2004) Marketing 
Variyam and Kraybill (1994) Minority – Slower Employment Growth 
Fairlie and Robb (2007) Race – Black-owned Lagged White-owned 
Rogoff, Lee, and Suh (2004) Regulation 
Danes, Loy, and Stafford (2008) Running Business Part-time 
Rogoff, Lee, and Suh (2004) Technology 
van Praag (2003) Unemployed 
Fairlie and Robb (2007) Urban Locations – More Likely to Close 
Danes, Loy, and Stafford (2008) Using Household Income to Meet Cash 
Needs 
 
 
Thirdly, while some work has been done regarding gender differences in the 
purposes for a business owner starting a business and measuring its success (Horridge & 
Craig, 2001) (Fasci & Valdez, 1998) (Buttner & Moore, 1997), this area of research was 
not extensive. 
When census data was used it did not always have the same data captured over 
time.  For example, the CBO data of 1992 had substantial data regarding the owner 
characteristics (called human capital variables by Astebro and Bernhardt).  However, 
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 unlike previous years of data, it did not include data for corporations.  Missing or 
inconsistent variables in data sets limited the ability to do large national longitudinal 
studies.  It also limited the conclusions that could be drawn from studies done because all 
of the same factors were not used in the studies. 
There were a number of factors utilized in limited studies such as health of the 
owner, personality constructs, leadership styles, motivation at the start of a business, 
competition, community involvement, community support, a feeling of shared fate with a 
community, business planning, and use of outside assistance.  Some of these factors were 
found to impact the success of a small business when analyzed in isolation.  Therefore, 
whenever possible, multiple factors should be analyzed together to determine which 
factors had primary impact on small business success.  This is necessary because there is 
a possibility that there could be interactions between variables or substitution effects of 
one variable for another variable that were not observed because of missing variables in 
studies. 
There were many contradictory results on the impact of specific factors that may 
impact the success of small businesses. Specific factors noted in the literature review 
having contradictory results were gender, age of a firm, age of the owner, size of the firm, 
legal form of the firm, and education of the owner.  There is very little understanding 
about what mediating or moderating variables are responsible for the contradictory 
findings. 
Implications for Future Research 
Differing results across studies studying the same variable and its impact on the 
success of a small business by definition required additional research on this topic.  
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 Contradictory results showed that the relationships of factors impacting business success 
are either not known or that the relationship among variables are context dependent.  
Therefore, more empirical studies are needed.  An emphasis should be designs and 
methodologies that are repeatable with other samples. 
A study that determines a standard measurement of business success in small 
businesses in the U.S. is needed.  The measure of small business success may be unique 
because of the various reasons that individuals become business owners.  Therefore, 
small business owners should be asked why they went into business, how they define 
success, and what measures of success they use.  Determining a standard measurement of 
business success must be done by limiting the study to small business owners.  Business 
owners should be asked if they utilized the success measures found in the literature as 
well as any other measures of success that they might utilize.  Since there is limited data 
on how small business owners define success this would typically be a qualitative study 
to increase this body of knowledge.  
Factors determined to impact success in primary studies were not utilized in 
quantitative regression analyses of some studies. All factors shown to have any 
relationship to small business success (owner characteristics, business characteristics, 
individual factors such as community involvement, planning, etc.) should be studied 
together as an “all inclusive factor” analysis in order to determine what specific factors 
had positive and negative relationships with business success.  Various statistical 
methodologies should be utilized to isolate the impact of each variable on success and 
regression analysis of all variables that have impact on success.  A study should test for 
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 response bias, control for left and right censoring, and any instruments should already be 
validated before substantive use in studies. 
Additionally, the critical success factors utilized in the literature could be 
compared between studies to develop a comprehensive measurement tool of critical 
success factors.  This tool could then be utilized as a part of the data gathering with an 
“all inclusive factor” study enabling analysis to potentially validate the critical success 
factors across a sample for which the business success factors have been gathered at the 
same time. 
If the data is not available to complete statistical analysis of an “all inclusive 
factor” study then a primary study could be conducted to have owners identify which of 
the “all inclusive factors” impacted business success.  This could be done by a rank 
ordering method or by creating Likert scales to enable quantitative analysis. 
Chapter Summary 
“Because the values of the founder tend to be embedded in organizations” 
(Sorenson, 2010, p. 198) it is imperative to understand how owners measured success.  
No studies were found in the literature review that had the purpose of identifying what 
measures of success small business owners used by asking small business owners 
themselves.  Given that small business owners have gone into business for particular 
reasons they may measure success uniquely.  Small businesses are a crucial component of 
the U.S. economy.  The amount of government money spent on efforts to grow small 
business in America demands that we understand how business success was measured in 
a small business.  The government of the United States was counting on small business to 
46 
 
 get the economy back on track.  With the failure rate of U.S. small businesses over 60%, 
understanding how to help this sector of our economy be successful was imperative.  
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Chapter 3: Methodology and Research Design 
Introduction 
This chapter establishes the research design and methodology for the qualitative 
study of why small business owners started a business and how they measured success.  
The problem statement, research questions, location, participants, instruments, methods, 
procedures, and data analysis used for the study are discussed. 
“The process of qualitative data analysis takes many forms, but it is 
fundamentally a nonmathematical analytical procedure that involves examining the 
meaning of people’s words and actions.  Qualitative research findings are inductively 
derived from this data” (Maykut & Morehouse, 1994, p. 121).  Strauss and Corbin (1990) 
identified three ways to analyze qualitative data.  The first way is to tell the participant’s 
story without interpretation.  The second is for the researcher to select and interpret the 
data in order to describe the recognizable reality for the participants.  The third way to 
analyze is to develop theory.   
The second analysis method is called interpretive descriptive research by Belenky 
(1992) and was the approach taken in this study.  Creswell (2007) states that “a 
phenomenological study describes the meaning for several individuals of their lived 
experience of a concept or phenomenon” (p. 57).  The focus of this research was on the 
phenomenon, or lived experience, of a person starting and operating a small business.  
Since a phenomenology is a research approach that is based on “exploring lived 
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 experiences rather than on obtaining theoretical explanations” (Creswell, 2007, p. 89), 
there was no theoretical framework as a part of this dissertation. 
“Phenomenology is not only a description” (Creswell, 2007).  It involved the 
researcher interpreting the meaning of the participants’ experiences (Creswell, 2007).  
The use of interpretation makes this study a hermeneutical phenomenology.  Specifically, 
commonalities from the experiences of small business owners were selected and the data 
was interpreted in order to understand how a small business owner defined and measured 
success in this research study. 
Problem Statement 
The literature showed that there was not a universal measure of small business 
success.  It also suggested that small business owners go into business for a variety of 
reasons; and therefore, they may measure success uniquely based on why they went into 
business.  Yet, no study was found that asked small business owners how they measured 
success. 
The United States is spending billions of dollars on small businesses and is 
counting on small business success to drive economic recovery (The Recovery Act, n.d.).  
However, there is not a universally accepted measure of small business success and no 
real understanding of how a small business owner measures success.  Therefore, it is 
unclear whether the current spending is appropriate or whether the current economic 
policy has merit.  
Research Questions 
The research questions for this study were:  
1. Why does a small business owner go into business in America? 
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 2. How does a small business owner define the success of his/her business in 
America? 
3. How does a small business owner measure the success of his/her business in 
America? 
Design.  This research study was focused on capturing the experiences of a small 
group of individuals regarding their choices to start small businesses and how they 
defined and measured their businesses success.  This was a qualitative phenomenological 
research study (Creswell, 2007).  The qualitative method was used because there was 
very little consistent data in the literature, making quantitative analysis inappropriate.  It 
was necessary to gather primary data through interviews to gain insight on how small 
business owners measure success so that a universal measure could be established and 
utilized in the analysis of factors contributing to small business success in America. 
A phenomenological approach was used for this research study because “the basic 
purpose of phenomenology was to reduce individual experiences with a phenomenon to a 
description of the universal essence” (Creswell, 2007, p. 58).  This process of taking 
individual experiences and reducing them to a universal experience was a research 
approach that was conducive for the use of making policies (Creswell, 2007), which was 
a potential outcome of this research study. 
Research Context 
This research study was conducted with small business owners located in a small 
rural county in New York.  All participants were conducting business in the county and 
were members of the Chamber of Commerce.  The population of this area is 
predominantly Caucasian.  The most common industries in the county are construction; 
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 public administration; educational services; agriculture, forestry, fishing, and hunting; 
accommodation and food services; healthcare; and food and beverage stores. 
A higher percentage of the county’s population has graduated from high school 
than the New York State average.  However, the percentages of county residents that had 
college education experience were generally lower than the New York State averages.  In 
January 2011, the cost of living index in the county was lower than the US average. 
Research Participants 
Participants in the study were owners of businesses with 500 or less employees, 
which is consistent with the definition used by the Small Business Association (Bureau 
Labor Statistics, 2005).  Participants were also members of the Chamber of Commerce.  
If a business owner did not meet both of these criteria, he/she was excluded from 
participation in the research study.  The research study intended to interview between five 
to ten participants. 
Data Collection Instruments 
Data was gathered by conducting a semi-structured informational interview with 
each participant.  “The purpose of an informational interview is to get relevant and timely 
information as accurately and completely as possible” (Stewart & Cash, 2011, p. 109).  
The questions were built on the learnings from  previous interview(s).  In 
phenomenological research, participants were asked open-ended questions about their 
experience regarding the phenomenon and what contexts or situations influenced their 
experiences (Creswell, 2007).  A draft of the initial questions is attached as Appendix A.  
Having interviews with multiple participants acted as a form of data triangulation given 
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 that each participant was a data source for understanding the phenomenon of small 
business ownership (Miles & Huberman, 1994). 
Demographics of the participants and their company were gathered prior to the 
interviews via a brief demographic form, which is attached as Appendix B.  The 
information gathered about the owner was: age, education level, years of business 
experience, gender, and prior corporate work experience.  Demographic information 
gathered on the company was: length of time in business, number of employees, type of 
firm (sole proprietor, partnership, or corporation), as shown in Appendix C. 
A focus group of all of the participants interviewed was held to member-check the 
themes obtained by coding.  This acted as a form of research validity by having the 
participants give feedback to the researcher’s interpretations and conclusions (Miles & 
Huberman, 1994). 
A list of the measures of business success found in the literature was used for 
each participant to identify which, if any, they utilized in their business.  These measures 
of success are shown in Appendix D.  An “Other” selection was added to the list allowing 
participants to write in any measures of success they used in their business.  Participants 
were asked to complete this form before the interview began.  The checklist of success 
measures acted as a form of methodological triangulation (Gill & Johnson, 2010) as the 
information gathered from this form was a different data source for what participants 
used as measures of success in their small business. 
The researcher.  The researcher is a primary data collection instrument; 
therefore, it is appropriate that the position of the researcher be discussed in the 
instrument and methods section.  The researcher has been involved in the ownership of 
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 small businesses for the past 16 years and is considered a peer to the small business 
owners interviewed.  However, in phenomenology, the researcher must set aside his or 
her own beliefs, thoughts, feelings, or perceptions of the phenomenon being studied 
(Creswell, 2007).  This was done by the researcher not sharing personal experiences or 
opinions with participants during the interviews.  The researcher has been involved in the 
ownership of four small businesses over 16 years.  All of the small businesses were 
started by the researcher, and he continued to operate them at the time of the study.  
Additionally, the researcher has nearly 20 years of corporate experience and four years’ 
experience teaching business at the undergraduate collegiate level. 
Procedures used.  The procedures used for recruiting participants, collecting data 
from the participants, and interviewing the participants are discussed in this section.  
Additionally, the sampling and data analysis methods, as well as how confidentiality was 
handled, are also discussed in this section.  A pilot of the data collection and interview 
questions was conducted with two business owners that were not members of the 
Chamber of Commerce sub-committee.  Feedback was utilized to modify the forms used 
for data collection and to restructure the interview questions, as necessary, before 
conducting the actual research study. 
Recruiting procedures.  The first procedure was to identify and recruit 
participants.  This was done by contacting all members of a sub-committee of the 
Chamber of Commerce and meeting with them personally to determine if they met the 
research study’s eligibility requirements.  If they met the requirements, a personal 
invitation to participate was extended to them.  A handout was given to them providing 
an overview of the research, expectations, and commitments of the participants, as well 
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 as the required consent forms.  If they agreed to participate and sign the required releases, 
an interview was held at that time.  The study was reviewed and approved by the St. John 
Fisher College Human Subjects Review Board. 
Data collection procedures.  Prior to the interview, the demographic data on 
participants and their companies was gathered via a brief demographic form (See 
Appendix C).  The participant also completed the Success Measures Form (See 
Appendix D). 
Interview procedures.  Semi-structured informational interviews were held with 
each participant.  The interview questions are displayed in Appendix E.  The order of the 
interviews was determined on a random basis.  There was one interview held with each 
participant.  The interviews were scheduled for 60 minutes.  The interviews were held at 
the participant’s place of business or at an alternate location that the participant chose.  
The interviews and focus group were tape recorded and transcribed. 
Sampling.  The study utilized criterion sampling.  In a phenomenological study, it 
is essential that each participant have experience in the phenomenon being studied 
(Creswell, 2007).  This sampling approach is a form of purposeful sampling that ensures 
that participants input helps to increase the understanding of the phenomenon being 
studied (Creswell, 2007).  The research study focus was interested in the experience of 
starting and operating a small business.  Therefore, the participants had to be small 
business owners, as defined by their employing less than 500 employees, at the time of 
the study. 
Confidentiality.  The best effort was exercised to maintain each participant’s 
confidentiality by utilizing the following processes: 
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 • Each participant’s name was masked at the beginning of the interview by 
asking them to assume an alias of their choice for the purposes of the 
interview 
• Industries represented by participants were only discussed at the aggregate 
level 
• Tapes and transcripts were under the control of the researcher and kept private 
• Tapes of the transcripts will be destroyed by the researcher within five years 
of the completion of the study 
Data analysis procedures.  The procedures for conducting psychological 
phenomenological studies have been addressed by a number of authors (Creswell, 2007).  
Colaizzi (1978), Polkinghorne (1989), and Moustakas (1994) outlined the major steps 
used for conducting this phenomenological research: 
1. The data was transcribed.  Copies of the original transcript were made, and the 
original was stored in a locked cabinet.  Copies of the transcripts were used 
for the rest of the analysis. 
2. The data was read through several times to obtain a feeling for the data to get 
a sense of the entire interview (Hycner, 1985). 
3. Significant phrases, statements, or sentences were highlighted that pertained 
directly to the experience and determined the meaning that was relevant to the 
research questions (Hycner, 1985).  This step is called horizontalization 
(Creswell, 2007).  The number of times that relevant meaning appears was not 
counted “because counting conveys a quantitative orientation of magnitude 
and frequency contrary to qualitative research” (Creswell, 2007, p. 152). 
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 4. Common meanings were grouped together.  This step is called “creating 
clusters of meanings” (Creswell, 2007). 
5. Themes were determined from the clusters of meaning (Hycner, 1985). 
6. The themes are used to write a summary for each interview (Hycner, 1985). 
7. Unique and common themes across all interviews were identified (Hycner, 
1985). 
8. The themes from all interviews were used to write a description of what the 
participants experienced.  This is called the “textural description” (Creswell, 
2007). 
9. The themes from all the interviews were then used to write a description of the 
context of how the participants experienced the phenomenon.  This is called 
the “structural description” (Creswell, 2007). 
10. The structural and textural descriptions were used to write a “composite 
description that presents the essence of the phenomenon” (Creswell, 2007, p. 
62).  This is called the “essential structure” (Creswell, 2007) or “composite 
summary” (Hycner, 1985). 
11. The findings were confirmed with participants, and participants’ comments 
were included in the final description (Creswell, 2007). 
The Measure Checklist Form (See Appendix D) completed by participants was 
used as a priori codes and compared to the measures of success identified by participants 
in the interviews.  Gaps between the topics discussed in interviews and the measures 
identified on the Measure Checklist Form were discussed in the focus group meeting. 
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 Chapter Summary 
This phenomenological research study explored the common experience of small 
business owners.  The intentions to start a small business and the experiences of 
operating a small business were better understood through the accounts of multiple 
participants.  Insight was gained about how small business owners define and measure 
success.  These insights were compared to the measures of success found in the literature.  
The resulting findings and insights on small business success may enable sound 
economic policy to be developed for the government to encourage employment growth in 
small businesses across America. 
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Chapter 4: Results 
Introduction 
This chapter presents the research questions used in the study, data analysis and 
findings of the study, and a summary of the results.  A priori codes are discussed and 
demographic data for the participants is presented.  This chapter is organized and 
presented by each research question: Why does a small business owner go into business 
in America? How does a small business owner define success of his/her business in 
America? and How does a small business owner measure success of his/her business in 
America? 
Since each participant in this study was a small business owner in America, the 
reader should assume, from this point forward, that all references to small business 
ownership means only small business ownership in America.  The research questions and 
the literature review for this dissertation were specifically limited to America.  This 
qualification applies throughout the ensuing discussion. 
Each interview was coded by color so the citations from the interviews have a 
color for each citation and a corresponding line number within the interview text.  An 
example citation would be, “Yellow, line 151.”  Additionally, as discussed in Chapter 3, 
to protect anonymity, each participant selected an alias and it is used when a participant is 
quoted.  One alias is used for the same interviewee throughout the dissertation.  Examples 
are as follows: Spyder, Henry, Eddie, etc.  
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 Participant demographic data.  Demographic data was gathered by asking each 
participant to complete the Demographic Questionnaire introduced in Chapter 3 (See 
Appendix C).  A total of nine small business owners (less than 500 employees) 
conducting business in a rural county in New York State participated in this study.  Six 
were male and three were female.  The average age of the participants was 52 years old.  
Seven owners identified themselves as Caucasian, one as an American Indian or Native 
American, and one as Other.  Two owners had Associates degrees, three had Bachelor’s 
degrees, three had Graduate degrees, and one had a Doctorate degree. 
Across the nine participants, the average number of years of work experience 
prior to starting their business was 18.67 years.  The years of previous work experience 
ranged from 0 to 34 years.  Fifteen years of work experience was the median, and there 
was not a mode in the data.   
Eight of the participants had corporate experience before starting their small 
businesses.  The years of corporate experience ranged from 0 to 30 years with 15.78 
being the average years of corporate experience.  Twenty years of experience was both 
the median and the mode. 
Four of the nine participants had owned other companies prior to owning their 
current small businesses.  The mean number of companies owned was 1.75, with the 
median and mode being 2, when looking at the participants that had previously owned a 
company. 
The length of time owning their current company ranged from less than one year 
to 29 years.  The average longevity of ownership of their current business by participants 
was 12.31 years with a median of 8 and a mode of 6 years. 
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 The number of full-time employees employed by the participants ranged from 0 to 
28 with the average being 6.78 employees.  The median number of employees was two 
and there was no mode in the data.  Additionally, the number of part-time employees 
employed by the participants ranged from 0 to 8 with the average being 2.33.  The 
median of part-time employees was 2, and there was no mode in the data. 
The legal structure of the participants’ companies included one sole 
proprietorship, one partnership, three S Corps, three LLCs, and one C Corp.  Participants 
also provided the annual revenue from their last year.  Six companies had revenue of less 
than $500,000.  One company had revenue of $500,001 to $999,999.  Two companies 
had revenue that was $2,500,000 or greater during their last year. 
Why Does a Small Business Owner Go Into Business? 
Introduction.  This section describes how study participants answered the 
research question why they became owners of their current small business.  Small 
business owners identified 33 topics during the interviews conducted as a part of this 
study.  When coding was completed these thirty-three topics became twenty-eight sub-
themes which became four main themes.  However, the four main themes were 
components of either the owner achieving happiness or autonomy which were called 
super themes.   
Super themes: Autonomy and happiness. Participants in this study “were never 
driven to be gazillionaires” (Yellow, line 151).  For most people getting rich is a dream, 
not a reason they became a small business owner.  Instead, a primary driver is that they 
wanted to be happy.  Business and personal life can be hard to separate and therefore 
people seek a business opportunity that makes them happy.  One participant said it well; 
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 “To me it is how happy you are doing what you are doing” (Purple, line 43).  Like most 
people, small business owners seek happiness in life and become business owners as a 
result of their quest for personal happiness. 
When happiness is not found in life, the desire for happiness causes people to 
desire to be in control of their own life and destiny in order to achieve happiness.  This 
desire to be in control drives them to become a business owner.  “It is a strong feeling of 
autonomy.  Everybody is driven by different things” (Yellow, line 151), however, all 
small business owners became owners for some form of freedom, flexibility, or 
independence that they did not feel was available in their prior work life.  Small business 
ownership was seen to provide the opportunity to be in control and enable the owner’s 
pursuit of happiness. 
While the specific drivers of becoming a small business owner are as individual 
as people are diverse, all of the specific drivers support owners achieving either 
autonomy or owner happiness.  Therefore we have called autonomy and owner happiness 
the super themes of why a small business owner became an owner.  Within these two 
super themes there were four main themes by which all of the individual topics 
mentioned in interviews can be organized in order to make sense of the phenomena of 
becoming a small business owner.  The main themes were owner satisfaction, freedom, 
independence, and self-actualization.  Each main theme was discussed in its own section 
to clearly articulate what the small business owners were trying to say about why they 
became business owners.  
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 Main themes of becoming a small business owner.  The study found the main 
themes of becoming a small business owner include owner satisfaction, freedom, 
independence, and self-actualization.  Each theme is discussed in the following sections. 
Owner satisfaction.  It emerges very quickly from discussions with small 
business owners that the business owner desired something that they felt was unavailable 
as an employee of another firm.  As a person striving for satisfaction and happiness in 
their life, small business owners became owners to achieve personal satisfaction - Owner 
Satisfaction.  They left some other form of employment on a quest.  A quest to achieve 
the personal satisfaction they were missing in life by owning a small business.  One small 
business owner stated, “I get more satisfaction out of a day and a half here, personal 
satisfaction, not necessarily financial, than I do in weeks, months, of toil in the corporate 
world” (Peach, line 103).  “A lot of it came down to self-fulfillment as well as personal 
satisfaction” (Orange, line 16).  The majority of interviewees felt that they did not have 
the ability to be rewarded for their time and effort prior to owning a small business.  They 
saw small business ownership as an opportunity to be rewarded for their efforts and time.  
These people do not shy away from hard work.  In fact, they worked hard before owning 
a small business and continued to expect to work hard, but they wanted the opportunity to 
benefit from their efforts.  “So if I’m going to work hard then I want to reap the profits of 
my working hard and I didn’t want to work for somebody who didn’t work as hard as I 
did.  That was my primary motivation” (Wine, line 95). 
Besides not having an opportunity for their efforts to be rewarded, some people 
felt they had been harmed by previous employers for no reason of their own.  The pains 
they had experienced had changed their life and view of the work they used to do.  
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 Corporate downsizing had left Eddie feeling he did not have any stability in his 
profession even if he went to work for another employer in the same field.  As odd as it 
may seem, Eddie saw the prospect of owning a small business as a more stable 
opportunity than being employed in corporate America.  “So I’m basically mostly 
interested in the stability of it,” he said (Blue, line 54).  He later told me “If I work for 
myself I’ll never be laid off again” (Blue, line 25).  He saw no possibility of achieving 
any personal satisfaction in the corporate world again so he left his chosen profession that 
he had been successful at for a number of years and bought a small business.   
A number of small business owners felt they were leaving a legacy behind for 
their family, a place that their family could gather for generations to come or a business 
that would carry on for many years to come, as a part of owner satisfaction.  Some 
experienced small businesses while they were growing up only to see it disappear from 
their family and desired to give that opportunity back to their children. “So having that 
same legacy for my children and their children, a place that they can go to that is a 
sustainable business so that it’s here for generation after generation we’d like to rebuild 
that, we don’t want that to be lost” (Peach, line 54).  Other business owners did not grow 
up participating in a small business but still had a desire to pass things on to others which 
may have been their experience or knowledge or just wanting the ability to help others.  
However, some owners really want to be remembered after they pass from this life.  
Keith said, “Realistically no matter how much money I make at another job, if I drop 
dead tomorrow, a year from now they’ll still mention me every now and then, two years 
from now it’s like I was never even there. That’s not true in family business” (Peach, 
line 54).  Keith was expressing the fact that when you own a small business you have 
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 personal relationships with people and you are likely to be remembered for quite some 
time whether a member of your posterity takes over the business or not. 
Others felt that they did not have the ability to be involved in activities that they 
felt were important, and this kept them from achieving personal satisfaction.  Lynne, said, 
“I just like being a part of the community and I think being in business allows you that 
ability” (Pink, line 90).  And some people felt that if they lived in another place that they 
would experience greater personal satisfaction and they saw small business ownership as 
an opportunity to be located wherever they wanted to live.  “We were going to a location 
for a weekend home and so I said maybe I could live where the weekend home is instead 
of travelling back and forth every weekend for three hours each way”(Blue, line 12). 
These small business owners all had individual experiences and desires that made 
them feel that they could be more satisfied if they changed their employment from being 
someone else’s employee to being self-employed.  Their desire for personal satisfaction 
with their life drove them to become a small business owner.   
Freedom.  “No it’s a freedom, autonomy kind of thing, more than anything” 
(Yellow, line 690).  Small business owners went into business to be free:  Free to set their 
own schedule.  Free to spend time with their spouse or children.  Free to participate in 
community activities.  Free to attain more life balance than available in a traditional job.  
“There’s so much more to life than just the corporate end of pounding on everything; 
freedom and flexibility” (Green, line 15). 
This freedom and flexibility extended from being able to “adjust your hours to 
meet the needs” (Pink, line 108) that owners have.  “Although being in business is very 
demanding on your time, you do have the flexibility to adjust it if you really, you know, 
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 if there’s something important to you” (Pink. line 108).  Owners saw flexibility as an 
opportunity to spend time during normal working hours doing something other than work 
and then doing work at other times of the day.  This was not working less; it was working 
when it fits the owner’s schedule.  This helped small business owners balance work and 
other obligations or activities.  They saw small business ownership as an opportunity to 
be free from “having a job where they have to be at 9:00 in the morning at the desk” 
(Blue, line 20).  And Bill saw owning a small business as the ability to have the freedom 
to take his child to work with him in the office everyday (Wine, line 100). 
There were also some small business owners that became owners on a part-time 
basis in order to increase their income.  These people held multiple jobs when they 
decided to become a small business owner.  For them ownership was seen as an 
opportunity to make more money in their second or third jobs while reducing the total 
amount of time they spent working.  In other words, ownership was an opportunity to 
gain financial freedom.  As this extra income was earned some people found they then 
had the freedom to quit their part-time jobs.  As the earning ability increased they were 
able to turn the part-time business into a full-time endeavor which gave them even more 
financial freedom and free time. 
Independence.  Small business owners became owners because they wanted “the 
ability to take something and really make it your own, develop it into what you could see 
it becoming” (Pink, line 95).  They wanted to be able to make their own decisions 
without someone else’s approval.  They wanted to decide what they wanted to do and 
then go and do it.  When someone owns their own business they feel the “only limitations 
are what your mind lets you do” (Pink, line 132).  This was a form of independent 
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 creation to make their small business what they wanted it to be and do it however they 
envisioned it.  They wanted to control their own destiny.  They “wanted to be their own 
boss and answerable to themselves” (Orange, line 11). 
These people wanted to be in charge.  They didn’t want to have a boss’ approval 
to take time off or to make a particular decision.  “It always annoyed me that somebody 
would tell you how many sick days you had.  How are they to tell me how many days I’m 
going to be sick this year, you know, how many days vacation, maybe I want to take 
more than that, you know” (Wine, line 180).  People also get tired of “wearing a beeper 
24/7” and “being at the beck and call” of someone else (Green, line 5).  Ultimately people 
saw small business ownership as “a tremendous opportunity to pretty much be what you 
want” (Blue, line 257) and do it on their own terms. 
Self-actualization.  Maslow stated that the highest order of satisfaction was self-
actualization (Daft, 2009).  Some small business owners grew up in families that owned 
small businesses so they watched their family work together, saw the hard work, and also 
saw the pride that the family members had in their work (Pink, line 82).  They saw their 
family achieve what they set out to do and they saw small business ownership as an 
opportunity for them to achieve what they wanted to in life – to become great at 
something.  To be the best they can be. They wanted to determine who they were and 
what they could become (Orange, line 24, 308).  This was seen by some “starting from 
nothing,” and “building it to something” (Wine, line 163).  Bill said it well when he said, 
“you could be a nobody and then you could work really hard and outwork everybody else 
and you could be a somebody; so I think becoming a somebody just through hard work 
was really appealing”(Wine, line 167). 
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 For some small business owners this self-actualization came from them “having 
their name on a product and saying the product was theirs from beginning to end” (Peach, 
line 82).  This was a sense of pride and accomplishment.  Other owners achieve this self-
actualization by hiring employees, and they “enable those people to grow their lives and 
get a kick out of that” (Peach, line 145).  They take pride in enabling their employees to 
earn a living and be productive members of the local economy.  
Conclusion.  People that became small business owners were striving for 
happiness and autonomy.  The specific drivers varied for each individual owner.  
However, they formed four main themes; the quest to achieve Satisfaction, Freedom, 
Independence, and Self-Actualization.  These were the quests of a small business owner.  
And to almost all, it was personal in one way or another. 
How Does a Small Business Owner Define Success of their Business? 
Interestingly, a number of small business owners interviewed in this study had not 
thought about the definition of success.  Spyder said she “had not thought about some of 
this – hard questions that I have to think about” (Orange, line 321).  Dawn also expressed 
that it was hard to think about this and that these were hard questions to answer.  Another 
person when asked how they define success said “Well, that’s a good question…don’t 
think about these things in that content” (Red, line 205).  And Bill said, “so far as a 
personal definition of success, to be honest, I don’t know yet” (Wine, line 242).   
Even though many participants expressed comments like that during discussion 
about how they defined success in their small business, all participants had thoughts 
about how they defined success as the discussion continued.  This section describes the 
thoughts shared by participants as the research question “How do you define business 
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 success in your business?” was discussed.  Forty-six topics were discussed by 
participants during the interviews.  When coding was completed, the forty-six topics 
became ten sub-themes which became four main themes.  However, all four main themes 
are components of a small business owner seeing business success as a personal 
achievement or accomplishment which we have called the super theme. 
Super themes:  Defining success.  Ultimately small business owners define 
success as accomplishing or achieving the things that are important to them.  If they 
achieved what they wanted to then that was success.  Participants in this study shared that 
the sustainability of their business, achieving personal satisfaction, having pride in their 
business, and having autonomy were key accomplishments that defined whether they 
were successful in business.  All of these items were personal achievements of the owner.  
So small business owners defined success as personal achievement and accomplishment, 
however, each business owner determined which specific accomplishments defined 
success for them.  In other words, even though there are four themes each owner had 
specific accomplishments that they looked at to define success for themselves within a 
given theme.  These four themes are presented in the next section individually to give 
meaning to each theme using information shared by participants so that a robust picture is 
captured of how a small business owner defined success.  Additionally, the four main 
themes small business owners used to define success were similar to the reasons they 
became a small business owner. 
Major themes of a small business owner defining success.  The study found 
main themes of a small business owner defining success include autonomy, owner pride, 
owner satisfaction, and sustainability.  Each theme is discussed in the following sections. 
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 Autonomy.  Owners saw their business as successful when they had freedom and 
flexibility in their work schedules to have the quality of life they desired.  Many of them 
like to be busy and see success as the ability to balance whatever they want to do in their 
life in a manner that works for them and their family.  “It’s a constant juggle I think to be 
involved in your community, to be involved in your business.  I have always been 
involved with the community on volunteer appointments and organizations.  I can’t 
picture not being involved in things” (Purple, line 30).  “So it’s juggling” (Purple, line 
62).  Bill said “what’s the point of running a business if you don’t get to do that stuff.  So 
I keep coming back to quality of life” (Wine, line 219). They also defined the business as 
successful when they achieved financial independence and were able to remain an 
independent business on a long-term sustainable basis. 
“For me family is the most important thing and the happiness of my family 
members and then free time.  There’s not a lot of free, however you can make it because 
you are your own employer so to speak” (Purple, line 62).  Small business owners 
repeatedly saw flexibility as providing the ability to be involved in family activities, 
school events, and community organizations.  Being their own boss gave them the ability 
to work all sorts of different hours to accomplish their work and be present at important 
events for their children.  They still worked long hours; this was why there was not “free 
time.”  There was time with the family or an organization for a specific purpose, but their 
work still needed to get accomplished at other times such as early in the morning, late at 
night, or on weekends. 
Within autonomy small business owners also discussed independence.  They 
didn’t want to be told what to do.  “If one day I might say I just really don’t want to work 
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 on paperwork today, you know, it’s just not in me, I’m not focused on it, you know, I can 
go” do something else (Pink, line 175).  There’s nobody looking at me, I don’t have to do 
something I don’t want to do, or sell a product I don’t want to sell” (Blue, line 61).  Some 
business owners also feel financial independence from others was a part of their 
independence.  These people felt that having all of their bills paid and having the ability 
to go and do reasonable things without worrying about money was part of being 
independent - independent from relying on others for their existence; a self-reliance of 
sorts.  
Owner pride.  Owner pride is discussed as a definition of success in some very 
simple terms by business owners:  taking pride in how their business looks and is 
maintained; seeing their product in stores; being in business for a number of years; 
paying their employees on time and well; and “having my community be happy and tell 
me how much they appreciate my being here” (Pink, line 142).  These are personal 
accomplishments that the owners viewed as defining business success.  These items are 
personal extensions of the owners that other people can see or hear about.  For example, 
if the store front is run down people in the community could say, oh that is Eddie’s store 
and he doesn’t take care of it.  It reflects directly on the business owner.  
Some business owners felt pride simply achieving their goals and see the 
accomplishment of their goals as defining business success for them.  “I felt really proud 
of myself when I had hit my goal” (Orange, line 68).  Others express it more generally by 
defining success as accomplishing the things that need to be done.  “There’s a lot of pride 
in something like that – being able to do something, that is a sign of your success – were 
you able to accomplish the tasks in front of you” (Green, line 140).  These types of things 
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 were generally not going to be known or visible to any people besides the owner 
themselves.  These become personal to the owner in a way that created an internal pride 
for the owner and defined success internally by the owner. 
A little more complicated expression of pride in defining success takes form in 
what small business owners do for a living.  They take “pride in the image of the 
establishment and what the establishment provides” (Blue, line 108).  They don’t want to 
be seen as somebody always taking the short cut (Red, line 264).  Instead they want to be 
seen as being personable and willing to give guidance and being helpful.  Having 
customers understand “that you’re really there to help people and serve people” is very 
important to small business owners (Blue, line 108).  Tom said that “being able to guide 
people through the process” that they are going through is important to him in defining 
success (Green, line 165).  Offering products and services in a manner that has respect 
from peers is important to small business owners.  “When you can sit there and the phone 
rings and it’s your competition calling you up asking ‘what do you think about this, how 
do you think I should handle it?  Can you come and help me?’” there is great personal 
pride on the part of the business owner (Green, line 118).  Being respected by peers and 
helping other professionals brings a feeling of personal accomplishment to the small 
business owner and makes them feel successful in their endeavor of running a small 
business. 
Owner satisfaction.  Like all people, small business owners feel a sense of 
personal accomplishment in individual ways.  That is why it is called personal 
satisfaction.  For some owners having variety each day in their work is important 
(Green).  For others it is just the opposite; having stability, sameness, and no surprises 
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 (Blue).  But all owners described a sense of personal owner satisfaction as a part of their 
definition of business success.  “It’s how happy you are doing what you are doing” 
(Purple, line 43). 
Many business owners feel that part of their definition of success is enjoying 
going to work every day.  It “is not how much money you make” (Purple, line 43).  
Instead it is looking “forward to working every day, not seeing what you do as a drag “oh 
no I gotta go to work” type of thing” (Green, line 98).  For small business owners “it’s a 
very, very fulfilling thing to be able, at the end of the day, to say you’ve helped” your 
customers (Green, line 161). 
Often small business owners mention their employees being satisfied with work 
as an important aspect of them being personally satisfied as owners.  In other words, 
owners experience a feeling of personal satisfaction when their employees to feel good 
about working for the company.  “I think it’s part of the success” of the business 
“because if you get people working who are genuinely happy working here then 
hopefully they’ll be happy working with our clients keeping them happy” (Red, line 189).  
A part of employee satisfaction is respecting the employee.  This includes accepting the 
employee’s way of accomplishing tasks as long as it isn’t going to hurt the business.  
Respecting the employee is also keeping your commitments to them (Blue).  Lynne, a 
small business owner, stated it best when she said “I just wouldn’t happy if a person 
wasn’t happy coming to work with me” (Pink, line 194). 
When small business owners share their thoughts about how they define success 
family has a role in that definition.  Many small business owners see their family as the 
most important thing in life.  They want some balance between work and their family 
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 responsibilities to exist in order to have a feeling of personal satisfaction.  They also want 
alignment or agreement within their family.  “I think it comes back to me and my wife, if 
she says we’re successful, then I’m successful, if she says we’re not successful, then I’m 
not successful.  I mean when it comes down to the home dynamic” (Wine, line 460).  
This family agreement within the home dynamic is a type of sounding board for the 
business owner.  Family agreement can be around the balance of family life, the respect 
the family has for what the owner is doing or accomplishing, or leaving a legacy.  Legacy 
can be in the form of the business itself passing to another generation or children growing 
up working in the business and becoming responsible adults.  In essence the family plays 
a role of validating business success or the lack of business success for the owner.  
Small business owners experience personal satisfaction “when the product is 
successful… just a great deal more personal satisfaction in that success than in the 
corporate world” (Yellow, line 220).  For some this personal satisfaction eventually 
becomes a feeling of self-actualization which is the ultimate form of personal 
satisfaction.  “I finally came to an understanding that I was doing what I was supposed to 
be doing all my life.  I started to realize that it’s those little things; that I am making a 
difference in someone’s life and it is important” (Pink, line 206).  Achieving a high level 
of personal satisfaction is a critical component for all business owners in defining 
business success.  
Sustainability.  Small business owners need to make a living.  They have bills to 
pay like most other people so making enough money to pay their bills is a critical aspect 
of defining success for a small business owner.  Since the business is their occupation, 
small business owners need the business to continuously provide them with enough 
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 money over a long period of time.  Most business owners need their business to be able to 
pay their bills for the rest of their working life.  Therefore “you need a sustainable 
business model, so you have to hit reasonable profit margins” (Peach, line 173).  Tom 
called this “being able to put bread on the table” (Green, line 100).  They don’t expect to 
get rich and making a lot of money is not a definition of success for the small business 
owner.  “I mean the money is nice but it’s not everything as long as you can be 
comfortable” (Pink, line 261).  However, “if you’re not making money, if you’re not 
providing toward the whole family unit and how you live and your standard of living, 
then you’re not going to be very successful if you’re not making any money” (Purple, 
line 46).  Keith said “when a business is not profitable it’s not a business, it’s just a 
hobby” (Peach, line 173).  “I mean it’s hard to ignore being profitable” (Red, line 338). 
This concept of the owner’s small business being sustainable over time in order to 
support their household is dependent on several things according to business owners.  By 
far the most discussed item by small business owners in determining the sustainability of 
their business was customers of the business.  Having good projects, retaining their 
customers over time, having good communication with their customers, helping their 
customers, and having good customer relationships enable the customer to have pride in 
doing business with the small business owner.  The definition of success regarding 
customers “is when you have clients that come back to you over and over and over and 
over again” (Red, line 352). 
Good customer relationships help the business grow over time.  That is the second 
item that is mentioned by small business owners as an important aspect of having a 
sustainable business.  A business must experience growth to succeed over time.  Growth 
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 in market demand for your product or services is seen by small business owners as an 
indication that “you got to be doing something right to be successful” (Red, line 150).  
Business growth to small business owners that started on a part-time basis is what gives 
them ability to make it a full-time endeavor.  Having a reputation that attracts new 
customers is a critical aspect of business growth considered a part of defining success. 
Lastly, small business owners see achieving their goals as a method of 
establishing a sustainable business.  Many business owners have a planning cycle during 
which they set goals and objectives to guide the business over the next period of time.  
Achieving these goals and objectives are seen as a means of positioning the company for 
success over the long-term horizon.  In the end this is about building a sustainable 
business that can endure and last enabling the owner to earn the necessary living for the 
time that is needed.  For some sustainability means even beyond the horizon of their 
lifetime; their view of goal achievement and success is leaving a business that can be run 
by others.  “My definition of success is 20 years from now I’m sitting back and one, 
some, or all of our kids have a very nice business that’s been built for them to continue 
after we’re gone” (Peach, line 165). 
Conclusion:  Defining success.  Small business owners define business success 
as being able to have autonomy, take pride in their business, feel personally satisfied by 
the work they do, and having a sustainable business that continues to produce the money 
needed for long-term survival.  “You can make a million bucks and not be successful, so 
in your business you can make six figures, you can be home at 5:00 and you can have a 
pretty nice life” (Wine, line 214).  Ultimately, “if you can get to a point where you don’t 
have to work for anyone else and you can put food on the table and you don’t have to 
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 kind of account to anybody else, you master your destiny at this point and economically it 
works, then that’s success and it really doesn’t matter what that level is; it’s just can we 
do it. And to me that was successful” (Yellow, line 35). 
“This is very different, very personal” being a small business owner (Peach, line 
205).  When “you’re a small business owner you know you are in that sense a great deal 
of the product” or service (Peach, line 205).  “When the product is successful there is just 
a great deal more personal satisfaction and personal pride in that success than in the 
corporate world” (Peach, line 225).  “Which you also don’t feel necessarily in the 
corporate world, there it’s just business.  Small business I would say is much more 
personal because the rejection of your services and products is to a certain extent a 
rejection of you as well” (Peach, line 227).  Small business owners are therefore working 
to be accepted by their customers so that they can personally feel accepted.  This brings 
them personal satisfaction and a sense of accomplishment which is how they define 
business success.  How small business owners define success is closely related to why 
they became a business owner. 
How Does a Small Business Owner Measure Success of their Business? 
Introduction:  Measuring success.  Three interviewees initially expressed that 
they had not thought about measures of success.  However, all interviewees shared 
thoughts about how they measured success in our discussion.  One interviewee said that 
some of the items they shared as measures of success are not actually measured in their 
business.  This section shares the thoughts and feelings of the study participants when 
asked the research question “How do you define business success in your business?”  
Small business owners identified 59 topics during the interviews conducted as a part of 
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 this study.  When coding was completed these fifty-nine topics became fifteen sub-
themes which became eight main themes.  However, the eight main themes can be 
categorized into one of the following three areas: Employee Judgment, Market 
Judgments, or Owner Judgments of success.  These main categories and the main themes 
are discussed in detail in this section. 
The connection between why a person became a business owner and how they 
define success carries into how a small business owner measures success.  There is more 
diversity across the actual measures used by the owners based on their business.  
However, generally a small business owner became an owner for a reason(s) and they 
define success as achieving that reason(s) and they measure whether they are successfully 
accomplishing it. 
Super themes:  Measuring success.  The act of measuring success is to make a 
judgment of whether the business is successful or not.  In the case of a business there are 
three judgments made in determining whether a business is successful.  The first 
judgment is made by the employees of the business.  They make a judgment by 
determining if they are satisfied working for the company.  Typically employees that are 
not satisfied will ultimately leave the company to find work with another employer. 
The second judgment made in determining whether a business is successful is 
made by the market place.  The market makes a judgment by determining if they will buy 
a product or service from the company and how much of the product or service they will 
buy.  Therefore the market ultimately decides if business growth will exist or whether 
business results will be achieved.  These market judgments are rendered by customers 
through their relationship with the small business.  Ultimately revenue generation is 
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 determined by customers feeling good about doing business with the small business and 
buying their goods and services.  This also impacts the profitability of the small business. 
The third judgment made in determining whether a business is successful is made 
by the owner themselves.  They judge whether they are personally satisfied.  They 
determine if they have the quality of life that they deem a success.  They also decide if 
their business and its products or services are something in which they have personal 
pride.  
The small business owners can, and in fact do, have a number of different 
measures in each of these categories to know how their business is faring in each of the 
judgments that are being made about the success of their company on a daily basis.  
Business owners use many measures to determine the success of their business.  
However, each measure is representative of a judgment being made by one of the 
respective stakeholders: the employee, the marketplace, or the owner themselves.  The 
employee decides if they are a satisfied employee of the company and the work that they 
do.  The marketplace decides if and how much of the product or service offered by the 
business they will buy.  And the owner decides if the business is meeting their own 
expectations of success. 
Major themes of a small business owner measuring success.  How small 
business owners measure success varies greatly based on the type of business as well as 
what is important to the business owner, including why they became a business owner 
and how they define success.  The eight main themes of how a small business owner 
measures success for their business are organized by super themes and discussed in detail 
in this section. 
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 Employee satisfaction.  This is the only measure mentioned by small business 
owners in this study that is an employee judgment on the success of a business.  Owners 
measure employee satisfaction as a measure of success because satisfied employees tend 
to satisfy customers.  Some businesses use formal surveys to measure employee 
satisfaction.  Other companies use employee turnover as an indication of employee 
satisfaction.  And some companies use interactions with employees as opportunities to 
discuss their satisfaction with their job and the company. Interactions mentioned by 
owners in this study were: regularly scheduled one-on-one luncheons to give the 
employee a venue with an owner to discuss whatever they desired; small group meetings 
between an owner and employees to discuss how owners can improve morale; or 
mentoring by an owner to help employees develop. These interactions are much more 
qualitative than some other measures, but all of the different methods of measuring 
employee satisfaction are all in search of feedback from the employee on their 
satisfaction. 
“It’s very personal when you start a business.  When you hire your first couple of 
employees, those are your employees, your responsibility and whether they get a good 
job satisfaction or quality of life is all up to you” (Yellow, line 256).  So owners try to 
“make every effort to try to get a feel for what’s happening inside the company,” how the 
employees are feeling, etc. (Red, line 430).  Some owners “don’t see a business model 
where the others are going to be satisfied and the employees aren’t” (Yellow, line 693).  
They understand that it is their employee that deals with customers every day and they 
must convey the business to the customer in a way that the customer is satisfied.  
Therefore, the employees’ contentment is an important measure of success in a business.  
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 Business growth.  Business growth is the first measure in the market judgment 
category.  Small business owners must measure and see growth of some type in the 
business for the business to be successful.  However, what constitutes business growth is 
pretty broad.  Some business owners compare their company to peers and want to be in a 
certain percentage among their peers.  Some look at brand recognition as a form of 
growth and they measure this by website traffic and e-mail inquiries of the company.  
Others look at same store sales, the number of units sold, the number of new customers, 
the number of repeat customers, or the number of billable hours.  Measures also 
mentioned are the number of distribution locations they have for their product and the 
geographical footprint of their product or service. 
A number of owners mentioned owner marketing as a measure of business growth 
to determine business success.  Owners viewed their ability to be involved in personal 
networking, speaking engagements, making direct contact with potential customers, and 
being involved in organizations that increase market awareness of the company as 
directly related to the growth of their business and a measure of success.  They see these 
activities as a main source of professional referrals which is a source of new customers. 
Professional development is a major part of business growth when measuring the 
success of the business; the professional development of the owner and of the employees.  
The owner so they are able to run the business better, make better decisions, have more 
confidence, and remain current in their field.  Owners see this as “an on-going process.  
It’s always learning” ((Pink, line 276).  The development of the employee is to increase 
the employee’s ability to assume responsibility and ownership for functions in the 
business so that the owner can focus on other things.  This involves the owner being very 
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 involved with mentoring the employees so that the organization can increase its 
effectiveness and efficiency by more people being able to do what the owner probably 
once did themselves.  “That’s a big part of my job is just again not doing a whole lot of 
technical work, but pointing them in the right direction and maximizing the clients dollar 
for that time” (Yellow, line 655).  Owners are really expressing a form of succession of 
responsibilities that enable the business to scale and grow.  This is a form of structure that 
enables owners to continue to market and get new customers. 
Business results.  The next measurement of business success that the market 
judges is business results.  This theme does not require growth in results.  Owners see 
achieving the goals, objectives, and plans that are in place at the business as a measure of 
success.  Time is taken to develop the goals, objective and plans.  The focus of these 
things is to better the business.  Therefore, achieving these things is bettering the business 
and owners see that achievement as a measure of success.  Keith said “the measurement 
for us of success is staying on plan,” referring to the business plan (Peach, line 247).  
Owners are trusting that the plan will yield success so they are measuring their 
accomplishment of the plan as a measure of success.   
Customer relationships.  Customer relationships are a business success measure 
from the culmination of customer satisfaction, customer respect, customer feedback, 
saving money for the customer, and how the business was seen in the community.  Small 
businesses may measure their relationship with the customer in ways such as the 
feedback they received from a customer or the number of referrals they received from a 
customer.  Small businesses are striving to develop a win-win relationship with their 
customers “because ultimately part of the drive for me is respectability in my community 
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 and being thought of in a positive way.  When I was growing up business was a negative 
word for me, it means somebody is winning and somebody is losing.  And I think my 
concept of that has changed.  Successful business is a win-win for the buyer and the 
seller” (Purple, line 332).  Satisfied customers and the retention of those satisfied 
customers is what small business owners strive for.  They see the relationship with 
satisfied customers as a source of new customers.  Therefore, saving money for their 
customers, having consistent quality, and paying attention to their company’s reputation 
all drive positive customer feedback and customer referrals.  “Yeah, it’s really all 
relationships.  There’s nothing better than having a good relationship with an excellent 
client because you’ll do work for them forever” (Yellow, line 352). 
Financial results.  Financial results is the last measure of business success that 
the market judges.  The market clearly determines a businesses’ revenue by buying or not 
buying their products and services.  Revenue generated is a common measure used to 
measure financial results.  But revenue is only one part of the profitability equation. A 
number of small businesses also measure either profitability or some form of business 
cost that negatively impacts profitability such as write-offs.  “It’s are you profitable or 
not profitable.  Also liquidity issues – do I have the money to pay for whatever is coming 
up at the time” (Blue, line 179).  This enables a small business owner to meet their 
financial obligations and allows them to stay in business.  Small business owners are 
focused on “being able to pay my bills” (Green, line 230).    
Owner judgment.  Owner judgment is a measure of success that a few small 
business owners mentioned directly.  However, it turns out that there are a number of 
subthemes that really are measures that require owner judgment to determine if success 
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 has been achieved.  Therefore, owner judgment is a category which includes the main 
themes of owner judgment, owner pride, and owner satisfaction.  No one but the owner 
can make the determination of whether the results in these measures of success equal 
success or not.  The main theme of owner judgment is characterized by the gut instinct of 
the owner and self-reflection by the owner.  Both are feelings of the owner themselves.  
How do they feel inside about their results; were they successful or not?  “This makes me 
feel stupid by not having concrete numbers, but if I was going backwards I certainly 
wouldn’t have the same overall feeling I have.  I would feel more frustration if I were 
truly going backward.  I am frustrated don’t get me wrong, but it’s because things don’t 
happen as quickly as you want them to happen not because they are going backwards” 
(Purple, line 362).  Owners ultimately have to dig deep down inside and look themselves 
in the mirror and make a judgment as to how they feel.  Sometimes they have measures 
that are a sort of evidence to give them an indication of what the answer should be; other 
times, there is not a measure available and it is a feeling, a gut instinct, or a great deal of 
self-reflection that the owner uses to determine whether the business is successful or not.  
The newer the business the more probable the owner has a feeling that determines 
whether the business is measured as a success or not.  
Owner pride.  Only the owner can judge whether they have pride in their business 
or think of it as an ugly duckling.  Whether an owner has pride in their business is a 
measure of small business success.  Owner pride is expressed by small business owners 
as being proud of their accomplishments, doing their best, having a high quality product 
or service, passing on something to others, and being respected by others.  “It may be 
actually what it’s all about – Do people respect you for you and for what you are doing” 
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 (Blue, line 194).  Owners have to feel good about themselves and their business to feel 
successful. 
Owner satisfaction.  Only the owner can judge whether they achieve personal 
satisfaction from owning their business.  All owners see their satisfaction as a measure of 
business success.  As a part of owner satisfaction, small business owners describe 
contentment, loving what they do, self-actualization, quality of life, balance, freedom, 
stability, and having an opportunity for reward.  However, quality of life, freedom, and 
owner satisfaction are the main components of owner satisfaction as shared by 
participants in the study.      
Freedom in terms of measuring business success is expressed as the ability to 
adjust schedules “to enjoy life around you” and meet other obligations (Pink, line 363).  
This is closely related to being able to achieve a quality of life or balance that satisfies the 
owner.  Owners understand that this balance may change over time and in fact more time 
may need to be allocated to business at the beginning of becoming a business owner.  
“When you first start a business the balance is way out of whack because it’s 100% 
business but as things start to grow you can start skewing it back and once business gets 
big enough you can put an off balance on family and a smaller portion on business, the 
pendulum swings back the other way” (Wine, line 367).  Ultimately, owners need to look 
at their life as a small business owner and determine if they are satisfied.  This is a very 
big measure of success for a small business.       
Conclusion:  Measuring success.  Small business owners measure business 
success in a variety of ways that all can be categorized as employee judgments, market 
judgments, or owner judgments of success.  They measure items that they feel will help 
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 them achieve whatever they defined business success as individually.  Therefore, the 
number of actual measures used by small business owners was large and varied.  
Business success is determined by employees, the market, and the owner.  Small business 
owners measure success across all three of these categories.  Ultimately, the business 
owner has to be the judge for a large portion of what they have defined as success 
because it is personal.  However, what the small business owner measures to determine 
success is something that helps them see if they are being successful at achieving how 
they defined success and why they became a small business owner. 
A Priori Definitions of Business Success 
Each participant was asked to complete a Measurement Checklist before they 
participated in the interview.  The participant identified the reason(s) they started a 
business from a list of motivations found in the literature review completed in Chapter 2.  
Five of the nine participants identified Making Money as a reason they went into 
business.  Six participants identified Professional Achievement.  All nine participants 
identified Independence as a reason for starting a business.  Eight of the participants 
identified Personal Fulfillment as a reason they started a business.  Additionally, one 
participant each wrote in the following “Other” reasons: Quality of Life – Kids 
Education; Relocation; Stability of Employment; Belief in the Mission; Freedom of 
Schedule; Community Involvement; and Family Sustainable Business. 
The participants also selected each measure of business success found in the 
literature review in Chapter 2 that they used to measure success in their business.  The 
following measures of success were identified by five or more participants as being used 
in their business: Business Profitability (7); Company Survival (6); Increase in Business 
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 Profit Over Time (5); Longevity of the Business (7); Name Recognition (5); Owner 
Earnings (5); Personal Pride and Self-Esteem (6); Plans for the Future of the Business 
(6); and Pride in the Product of Service Delivered (7).  No participants identified the 
following measures of success found in the literature review of Chapter 2: Above 
Industry Profits; Gross Profit; and the number of People Employed.  Only one participant 
identified the following measures of success found in the literature review in Chapter 2: 
Revenue Greater than $500k; Net Profit; and Increase in the Number of Employees Over 
Time.  Additionally, the following measures of success were identified as being used by 
participants but were not found in the literature review of Chapter 2: Amount of Time 
Able to Spend with Wife and Child (1); Others in the Profession Looking to them as a 
Mentor (1); Gross Revenue per Employee (1); Responsibilities and Compassion Taught 
to Children by Growing-up in the Business (1): and Leaving a Legacy (1). 
Discussion of Findings with Participants 
As discussed in Chapter 3, the process used to analyze this phenomenological 
study was a compilation of the procedures outlined by Creswell (2007), Colaizzi (1978), 
Polkinghorne (1989), and Moustakas (1994).  The last step of the analytical procedure 
used was to confirm the findings, the essential structure (Creswell, 2007) or composite 
summary (Hycner, 1985), with the participants.  This was done by conducting a focus 
group of the participants in which the composite summary was shared.  Eight of nine 
participants interviewed were able to attend the focus group.  Participants were asked 
what gaps, if any, were missing from the composite summary.  Additionally, they were 
asked whether this was an accurate description of the phenomena they described to me in 
their interviews.  Lastly, participants were asked about the gaps in the measures of 
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 success that were identified by them in the Success Measure Checklist but not discussed 
in the interviews as measures of success they used in their business.   
The focus group discussion centered around seven main topics: 
1. Confirmation of the autonomy and owner happiness as the main motivations 
of becoming a small business owner. 
2. Confirmation that the determination of success is personal for a small business 
owner. 
3. Confirmation that small business owners used measures that they believed had 
a casual relationship to business success. 
4. Confirmation that these small business owners like to be actively engaged in 
many activities and see small business ownership as an opportunity to do so. 
5. The connection of Owner Judgment with the high failure rate of small 
businesses. 
6. Questioning of whether small businesses with employees from 0 to 500 are 
similar. 
7. Questioning of whether a small business ceasing to operate is actually a small 
business failure. 
Representations from the focus group are discussed in this section to solidify these points 
for the reader. 
Participants’ feedback.  The focus group reviewed all of the topics voiced in the 
individual interviews, the coding of topics into sub-themes, sub-themes into main themes, 
and main themes into super themes for each research question.  When this was completed 
Henry said, referring to people becoming business owners because they sought autonomy 
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 and happiness, “I think you’ve got the motivations down; it is those two things and that is 
it – there is nothing else” (Focus, line 178).  The rest of the participants concurred and 
then pointed out how subjective versus quantitative the determination of small business 
success was. 
Considerable discussion revolved around the definition of small business.  
Participants expressed astonishment that companies from 0 employees to 499 employees 
are generally considered small businesses.  “I was going to ask what is the definition of 
small business and he answered that.  I didn’t know that it was 500 people; that’s 
ridiculous” (Focus, line 133).  “And you’re trying to put everybody in the same category, 
yeah that’s never ever going to work” (Focus, line 147).   
“It appears to me that the skill set for a person with 500 under him, 200 or 
6 or whatever going down is a totally different skill set and maybe the 
motivation level is different what they’re looking at is very, very personal 
and so me, me, me, me, me, and when you do get me, me, me, me, me in 
board rooms it might be a different kind of me than what you’re feeling 
sitting around the kitchen table of that type of thing.  It may be a different 
person or skill set that you’re involved in” (Focus, line 220). 
Eddie’s comments turned the focus group discussion from the size of business in terms of 
the number of employees to a discussion about where the view or measure of success 
might change.  The general feeling was that there are large differences in how success is 
viewed and measured when there is the owner and employees working directly for the 
owner versus when the owner layers of management between them and the employee.  
Spyder thought the predominant judgment of success changes from owner judgment to 
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 financial or market judgment at “about 150 to 200 employees” (Focus, line 247).  Henry 
said “Maybe your measure of success when you’re at 0 to some small number of 
employees is the owner’s job” (Focus, line 243).  Flomotion discussed this in terms of 
“working in the business or working on the business” (Focus, line 413).  An owner of a 
business consisting of a small number of employees and the owner that works in the 
business may have success measures very different than the owner who has grown to 
where they are working on the business.  Tom and Henry discussed how the inability to 
work on the business hurts the business.  “You need to know how to run the business and 
the people who can’t do that are I think the ones that are in danger of having a long time 
business” (Focus, line 424).  The consensus was that “as you get larger you’re 
responsible for a different measure of success” as a business owner (Focus, line 248). 
Spyder said “that was the problem because they’re looking for it to be 
quantitative, they want to see those numbers, etc., but that’s not what small business 
owners are kind of basing their conclusion on” (Focus, line 183).  “That’s it exactly,” 
Dawn said (Focus line 186).  Henry concurred that owner judgment is a primary 
determinant of success and that the 60% failure rate of small businesses could be a 
function of poor owner judgment.  “Let’s look at the restaurant industry.  Restaurants fail 
like 80% of the time in the first year.  80% in the first year; who in their right mind would 
goes into that business?  First you’ve got to question the owner judgment because they 
entered the wrong industry; it doesn’t matter if they wanted to be a restaurant, anybody 
going into a restaurant is taking a huge risk” (Focus, line 212).  The focus group 
connected the high failure rate of small businesses with poor owner judgment.  
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 Sometimes people go into business for bad reasons.  Maybe they have an idea that cannot 
be brought to market or they entered a saturated industry or marketplace. 
However, Tom questioned whether a small business ceasing to operate is actually 
a business failure.  His point is that some small business owners develop ambitions that 
take them in other directions or they branched out into other businesses and sometimes 
the original business ceases to operate by choice.  Spyder continued by saying that 
“business owners are mavericks in some ways, maybe a little idealistic” so even if the 
business fails, in their mind, the small business owner may judge it a success because 
“they did it, they tried it, they move on whether that’s going back into the corporate 
world, retiring, or doing whatever” (Focus, line 201).  They feel good about what they 
did and therefore they were successful.  “So I think we need to further define what is 
business failure” for a small business, said Tom, because ceasing to operate does not 
necessarily mean the small business failed (Focus, line 196).  In some cases, ceasing to 
operate is the choice of the owner, and in other cases, a small business owner may 
actually judge a business that failed financially to be a success. 
A discussion about the measures of success found in the literature (See Appendix 
F) with the participants clearly determined that small business owners do not always 
measure the desired end result but instead measured something they felt was a driver of 
the end result.  For example, five of nine participants identified that they used the 
measure of increased business profit over time when they completed the success measure 
checklist, however not one participant discussed this as a measure of success during the 
interviews.  “Subconsciously we use that as a metric because that’s a standard metric of 
does the business succeed but it’s not a driving force for us because by doing everything 
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 else correctly that’s going to automatically follow” (Focus, line 324).  The example 
discussed was if a person does a great job for clients then he will see more clients and by 
default you’re going to be more profitable. 
Participants confirmed that they all like being actively involved in many 
activities.  They are not 9-to-5 type of people and would be bored if they were.  
“Whatever our business is it keeps you busy and at night time when we’re working at 
9:00 we’re still involved in other functions whether it’s the chamber, a church function, 
little league, or whatever; every one of us have other interests besides this and are trying 
to make a success of all of them” (Focus, line 303).  These small business owners were 
driven to do well at many things.  Their work, activities, interests, and personal life are 
combined together.  The boundaries that many people have in their life do not exist for 
them.  This was also discussed in terms of retirement from working.  “It ties right back to 
why you became a business owner, autonomy and happiness, and people checking out at 
62 don’t have either of those things” (Focus, line 384).  “Theirs is a job and maybe yours 
is your life kind of thing you know, and they have a job and they get a check and it ends 
at 5:00 or whatever and it’s not appealing to them” (Focus, line 377).  In fact the small 
business owners see their business as not only their livelihood but rather “it’s your own 
business and it’s actually an extension of you” (Focus, line 380).  Their business life and 
personal life become one life.  Therefore, by definition their business is personal.   
Summary of Results 
This hermeneutical phenomenological study of nine small business owners helps 
us to understand why a person becomes a small business owner, how a small business 
owner defines business success, and how small business owners measure business 
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 success.  All participants completed a personal interview and participated in a focus 
group.  They also completed forms that provided demographic information and 
identification of why they became a business owner and what measures of success they 
use in their business. 
Becoming business owners.  Participants in this study “were never driven to be 
gazillionaires” (Yellow, line 151).  Instead, they were on a quest for happiness and 
autonomy.  Business owners identified thirty-three topics that led them to become 
business owners.  These topics, when coded into themes, became the quest for 
satisfaction, freedom, independence, and self-actualization that drove people to become 
small business owners.  These small business owners all had individual experiences and 
desires that made them feel that they could be more satisfied if they changed their 
employment from being someone else’s employee to being self-employed.  “Although 
being in business is very demanding on your time, you do have the flexibility to adjust it 
if there’s something important to you” (Pink. line 108) thus allowing owners to achieve 
the freedom they desire.  Those that become business owners seek an independence that 
allows them to control their own destiny.  They want “the ability to take something and 
really make it your own, develop it into what you could see it becoming” (Pink, line 95).  
They “wanted to be their own boss and answerable to themselves” (Orange, line 11).  
Ultimately people see small business ownership as “a tremendous opportunity to pretty 
much be what you want” (Blue, line 257) and allow them to achieve self-actualization. 
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 Table 4.1 
Coding Themes of Becoming a Business Owner 
Super Theme Main Theme Sub Theme 
Autonomy Freedom/Flexibility Financial Freedom, Flexibility, Freedom 
Autonomy Independence Desire, Different Mindset, Disenchantment w/ 
Prev. Experience, Experience Growing Up, 
Family Alignment, Independence, Make 
Enough Money, Moral Conflict, Opportunity, 
To Meet Market Need 
Owner 
Happiness 
Owner Satisfaction Being Busy, Challenge, Community 
Involvement, Customer Relationship, Employee 
Growth and Development, Help People, 
Legacy, Location, Loss of Job, Opportunity for 
Reward, Owner Satisfaction, Quality of Life, 
Stability 
Owner 
Happiness 
Self-Actualization Experience Growing Up, Owner Pride, Self-
Realization 
 
Defining business success.  When asked how they define business success all 
participants had thoughts about how they define success in their small business.  Forty-
six topics were discussed by participants during the interviews.  When coding was 
completed, the forty-six topics became ten sub-themes which became four main themes.  
However, all four main themes are components of a small business owner seeing business 
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 success as a personal achievement or accomplishment which we have called the super 
theme for how small business owners define success.  Participants in this study shared 
that the sustainability of their business, achieving personal satisfaction, having pride in 
their business, and having autonomy were the key areas of accomplishment that defined 
business success; however, each business owner determined which specific 
accomplishments defined success for them.  All of these items are personal achievements 
for the owner.  Ultimately small business owners define success as personally 
accomplishing or achieving the things that are important to them.   
All owners described a sense of personal satisfaction as a part of their definition 
of business success.  “It’s how happy you are doing what you are doing” (Purple, 
line 43).  It “is not how much money you make” (Purple, line 43).  Instead it is looking 
“forward to working every day, not seeing what you do as a drag “oh no I gotta go to 
work” type of thing” (Green, line 98).  Owners experience a feeling of personal 
satisfaction when their employees to feel good about working for the company.   
When small business owners share their thoughts about how they define success 
family has a role in that definition.  Many small business owners see their family as the 
most important thing in life.  They want some balance between work and their family 
responsibilities to exist in order to have a feeling of personal satisfaction.  They also want 
alignment or agreement within their family.  In essence, the family plays a role of 
validating business success or the lack of business success for the owner.  
Small business owners need to make a living.  They have bills to pay like most 
other people so making enough money to pay their bills is a critical aspect of defining 
success for a small business owner.  Since the business is their occupation, most business 
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 owners need their business to be able to pay their bills for the rest of their working life.  
Therefore “you need a sustainable business model, so you have to hit reasonable profit 
margins” (Peach, line 173).  By far the most discussed item by small business owners in 
determining the sustainability of their business was the customers of the business.  The 
definition of success regarding customers “is when you have clients that come back to 
you over and over and over and over again” ( Red, line 352).  Owners don’t expect to get 
rich and making a lot of money is not a definition of success for the small business 
owner. 
Small business owners define business success as being able to have autonomy, 
take pride in their business, feel personally satisfied by the work they do, and having a 
sustainable business that continues to produce the money needed for long-term survival.  
Ultimately, “if you can get to a point where you don’t have to work for anyone else and 
you can put food on the table and you don’t have to kind of account to anybody else, you 
master your destiny at this point and economically it works, then that’s success and it 
really doesn’t matter what that level is; it’s just can we do it. And to me that was 
successful” (Yellow, line 35). 
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 Table 4.2 
Coding Themes of Small Business Owners’ Definition of Success 
Super Theme Main Theme Sub Theme 
Personal Achievement Autonomy Freedom/Flexibility, Independence 
 Owner Pride Owner Pride 
 Owner Satisfaction Employee Satisfaction, Family 
Alignment/Agreement, Owner 
Satisfaction 
 Sustainability Business Growth, Customer 
Relationships, Enough Money, Goal 
Achievement 
  
Measuring success.  Small business owners use many measures to determine the 
success of their business.  Fifty-nine topics were identified by participants concerning 
how they measure business success.  Each measure is representative of a judgment being 
made by one of the respective stakeholders: the employee, the marketplace, or the owner 
themselves.  When coding was completed the fifty-nine topics became eight main themes 
that were categorized into one of the following three areas: Employee Judgment, Market 
Judgments, or Owner Judgments of success.     
The act of measuring success is to enable making a judgment of whether the 
business is successful or not.  In the case of a business there are three judgments made in 
determining whether a business is successful.  The first judgment is made by the 
employees of the business.  They make a judgment by determining if they are satisfied 
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 working for the company.  Typically employees that are not satisfied will eventually 
leave the company to find work with another employer. 
The second judgment made in determining whether a business is successful is 
made by the market place.  The market makes a judgment by determining if they will buy 
a product or service from the company and how much of the product or service they will 
buy.  Therefore the market ultimately decides if business growth will exist or whether 
business results will be achieved.  These market judgments are rendered by customers 
through their relationship with the small business.  Ultimately revenue generation is 
determined by customers feeling good about doing business with the small business and 
buying their goods and services.  This also impacts the profitability of the small business. 
Small business owners must measure and see growth of some type in the business 
for the business to be considered successful.  However, what constitutes business growth 
is broad:  brand recognition; same store sales; number of units sold; number of new 
customers; number of repeat customers; number of billable hours; distribution locations; 
geographical footprint of their product or service; owner marketing; and professional 
development are all measures used by small business owners for business growth.  
Owners see professional development of themselves and their employees as a significant 
measure of business growth.  Owners see this development as enabling a form of 
succession of responsibilities that allow the business to scale and grow by owners being 
able to continue to market and get new customers. 
Owners also see achieving the goals, objectives, and plans of the business as a 
measure of success.  Satisfied customers and the retention of those satisfied customers are 
very important measures of success.  Customers create revenue which is the first step of 
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 profitability.  Profitability and liquidity are important measures of success because this 
enables a small business owner to meet their financial obligations and allows them to stay 
in business. 
The third judgment made in determining whether a business is successful is made 
by the owner themselves.  They judge whether they are personally satisfied.  They 
determine if they have the quality of life that they deem a success.  They also decide if 
their business and its products or services are something in which they have personal 
pride.  Owners ultimately have to dig deep down inside and look themselves in the mirror 
and make a judgment as to how they feel.  Are they satisfied?  Do they have pride in their 
business and what they do?  Sometimes they have measures that are a sort of evidence to 
give them an indication of what the answer should be.  Other times, there is not a 
measure available and it is a feeling, a gut instinct, or a great deal of self-reflection that 
the owner uses to determine whether the business is successful or not.  “It may by 
actually what it’s all about – Do people respect you for you and for what you are doing” 
(Blue, line 194).  Owners have to feel good about themselves and their business to feel 
successful. 
Small business owners measure business success in a variety of ways that all can 
be categorized as employee judgments, market judgments, or owner judgments of 
success.  They measure items that they feel will help them achieve whatever they defined 
business success as individually.  Therefore, the number of actual measures used by small 
business owners was large and varied.  Business success is determined by employees, the 
market, and the owner.  Small business owners measure success across all three of these 
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 categories.  Ultimately, the business owner has to be the judge for a large portion of what 
they have defined as success because it is personal. 
Table 4.3 
 
Coding Themes of Small Business Owner Success Measures 
 
Super Theme Main Theme Sub Theme 
Employee Judgment Employee Satisfaction Employee Satisfaction 
Market Judgment Business Growth Business Growth 
 Business Results Achieving Business Metrics, 
Business Sustainability 
 Customer Relationships Customer Relationships 
 Financial Results Meet Financial Obligations, 
Profitability, Revenue 
Owner Judgment Owner Judgment Intuition, Self-Reflection,  
 
Owner Pride Legacy, Owner Pride 
 
Owner Satisfaction Freedom/Flexibility, Owner 
Satisfaction, Quality of Life 
 
Chapter Summary 
There was a strong interrelationship between why a person became a business 
owner, how they defined success, and how a small business owner measured success.  
Diversity existed across the actual success measures used by individual owners based on 
their business.  However, generally a small business owner became an owner for a 
reason(s) and they defined success as achieving that reason(s) and they determined 
whether they are successful by judging if they accomplished it. 
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 Specifically, small business owners became small business owners as a result of 
their quest or desire for autonomy and personal happiness.  They sought freedom and 
flexibility that could not be achieved in their previous professions.  They desired 
independence that was not available to them.  They wanted to be personally satisfied by 
the work that they performed and they wanted to achieve self-actualization.    
Small business owners defined success as a personal achievement of having 
autonomy, their business being sustainable, and being personally satisfied by what they 
do.  Autonomy was having freedom, independence and pride in their business.  
Sustainability was achieving their business goals, growing their business, having good 
customer relationships, and making enough money to meet their obligations.  Owner 
satisfaction was them feeling personally satisfied, their employees being satisfied, and 
having alignment with their family.   
Small business owners often measured their success by measuring things that they 
think have a causal relationship with business success such as satisfied customers.  The 
ultimate determination of whether a small business owner was successful involved 
making judgments about information from employees, the marketplace, and their own 
feelings.  The areas of judgment were Employee Judgment, Market Judgment, and Owner 
Judgment.  Employee judgment was only measured by employee satisfaction.  Market 
Judgment measures focused on business growth - getting indicators from the marketplace 
that the business would continue to be viable such as customer feedback and revenue.  
These measures of success could be quantitative or qualitative.  Owner Judgment 
measures were quality of life, pride, flexibility, and person satisfaction.  These measures 
were generally very qualitative in nature and not at all quantitative. 
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 All owners discussed the main themes although some participants discussed 
particular themes in more detail.  The motivations for becoming a small business owner 
did not vary across participants.  Neither did the business owner’s definition of success.  
However, when it came to the measures of success there was a difference noted in the 
companies that had larger number of employees.  In general, the owners of companies 
that had a larger number of employees discussed employee and financial measures of 
success more often than owners with fewer employees.  The participants connected this 
to the need to meet their commitments to the employee in terms of payroll, employment, 
and development.  The owners with fewer employees discussed freedom/flexibility as a 
measure of success more frequently than owners with more employees.  They saw 
personal flexibility and freedom as an important measure of business success.   
Small business ownership was personal and seen as an extension of the owner 
themselves.  They expressed that they needed to be involved in determining whether they 
were successful or not due to this personal aspect of small business ownership.  This was 
characterized by the number of measures of success that small business owners identified 
that only they themselves could judge whether the measure was achieved or not.  In 
essence, small business owners have to prove to themselves that they are successful.  
They gather many pieces of evidence to make this case to themselves.  But in the end, the 
owner had to make a judgment whether the business was successful or not.  There were 
not set of numbers that could give a person the answer.  The answer was personal to the 
owner themselves and revolved around their feelings of success and satisfaction. 
Small business owners are driven to do well at many things.  Their work, 
activities, interests, and personal life become intertwined.  Every aspect of them, what 
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 and who they are becomes their being.  It was as though there was not a business owner 
and an individual with a personal life – they were one and the same.  This was why small 
business success was deemed personal by the owner themselves. 
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Chapter 5: Discussion 
Introduction 
A study of the literature showed that there was not a universal measure of small 
business success and identified a request that more studies on small business success be 
conducted (Rogoff, Lee, & Suh, 2004).  Additionally, there were limited studies found 
whose purpose was to determine how small business owners define and measure success.  
In fact, a study was not found that asked small business owners themselves why they 
became a business owner, how they defined success, and how they measured success.  
Therefore, this study was conducted directly with small business owners for the explicit 
purpose to address this gap in the literature to understand and gain insight about the 
phenomena of small business ownership in America. 
Nine small business owners participated in this hermeneutical phenomenological 
study.  Owners were asked to discuss why they became a small business owner, how they 
define success, and how they measure business success.  All participants completed a 
personal interview.  Eight of the nine interviewees participated in a focus group.  All 
participants also completed two forms.  The first form was a Demographic Questionnaire 
(See Appendix C).  The second form was a Measure Checklist which required the 
participant to identify which, if any, reasons found in the literature were why they 
became a business owner (See Appendix D). An “Other” selection was added to the list 
for them to write in any reasons not found in the literature.  Additionally, on the Measure 
Checklist, a list of the measures of business success found in the literature was given for 
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 each participant to identify which, if any, they utilized in their business (See 
Appendix D).  An “Other” selection was added to the list so that participants could add 
any additional measures of success they used in their business.   
The findings of the study were that people became small business owners to 
achieve autonomy and personal happiness.  They defined success as personal 
achievement or accomplishment by specifically looking at their autonomy, ability to have 
pride in their business and what they did, their personal satisfaction, and having a 
sustainable business.  Small business owners measured success through employee 
judgments, market judgments, and owner judgments.  Employees made judgments about 
their satisfaction working for the company and small business owners used the 
employee’s satisfaction as a measure of business success.  The market made judgments 
about small business’ products and services.  Small business owners identified the areas 
of business growth, business results, customer relationships, and financial results as 
market measurements used for measuring business success.  Lastly, the owner made 
judgments about their own satisfaction, level of pride, and feeling of success as measures 
of business success.  The motivation for becoming a small business owner, how they 
defined success, and measured success was viewed as an extension of the individual 
owner by participants and was therefore personal.  
Discussion of Findings 
The findings of Buttner and Moore “suggest that the reasons these entrepreneurs 
started businesses also influenced the ways they measured success” (1997, p. 41).  We 
confirm that the reason owners became small business owners were related to how they 
define and measure success.  In fact, the themes of Autonomy (freedom, flexibility, and 
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 independence), Owner Satisfaction, Owner Pride, and Making Enough Money are 
reasons for becoming an owner as well as part of the definition and measurement of 
success as reported by the study participants. 
However, we found that all participants, both genders, were motivated to become 
small business owners for both push and pull reasons.  Both men and women expressed 
achieving autonomy, which were the pull factors of freedom, flexibility, and 
independence (Buttner & Moore, 1997), as a primary motivation for becoming a small 
business owner.  Additionally, both men and women also expressed achieving happiness, 
which included push factors such as being challenged, losing their job, being rewarded 
for their work, and professional development (Buttner & Moore, 1997), as a primary 
motivation for becoming a small business owner.  All participants in this study identified 
both autonomy and personal happiness as their primary motivations for becoming a small 
business owner; there was not a difference found between genders. 
In Horridge and Craig’s 2001 study of female business owners, women stated 
making money, professional achievement, independence, and personal fulfillment as 
reasons for starting a business.  We confirmed these drivers were the primary motivations 
of small business owners becoming an owner with both males and females.  In answering 
the question of why they became a small business owner, participants in this study 
identified the super themes of Autonomy and Owner Happiness.  Within Autonomy the 
participants identified the sub-themes of Making Enough Money and Opportunity.  
Within the super theme of Owner Happiness the sub-themes of Challenge, Employee 
Growth and Development, Opportunity for Reward, and Self-Realization were identified 
by participants.   
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 Women owners also stated in Horridge and Craig’s study (2001) that pride and 
self-esteem were measures of personal success just as equal as financial gains.  This 
study again confirms that pride and self-esteem are measures of success for small 
business owners across both genders.  Participants in this study identified the super 
themes for measuring small business success as Employee Judgment, Market Judgment, 
and Owner Judgment.  Within the Market Judgment super theme were the subthemes of 
Meet Financial Obligations, Profitability, and Revenue.  These subthemes included the 
topics of Debt-Free, Make Enough Money, Money in the Bank, Profitability, and 
Revenue.  Within the Owner Judgment super theme were the main themes of Owner 
Pride and Owner Satisfaction.  Topics within the Owner Pride main theme included 
Owner Pride, Owner Respect, Peer Respect/Recognition, and Respect for Others.  Topics 
within the Owner Satisfaction main theme included Owner Satisfaction and Self- 
Actualization.  Our finding was that when looking at measuring success of a small 
business, owners make judgment based on information they have from their employees, 
the market, and their own feeling to determine if they are successful.  And since the 
motivation for becoming a small business owner was personal and the definition of 
success was personal, the determination of success was largely determined by the small 
business owner as an extension of their own feeling of success in conjunction with other 
inputs they received from their employees, marketplace, and family in some cases. 
Danes, Loy, and Stafford (2008) conducted a well-designed study that measured 
business success by revenue and congruity.  Congruity was defined as the owner’s 
assessment of harmony among family members about decision making and activity 
coordination for the business.  Participants in our study identified Family Alignment as 
106 
 
 an important measure of business success lending support to the fact that in small 
businesses having harmony among family members is important.  Our participants 
expressed that the Family Alignment was a function of the Owner Satisfaction main 
theme for measuring success.  Additionally, participants in this study also discussed 
Family Alignment as a topic in the super theme of Autonomy as a function of their 
motivation for becoming a small business owner.  And lastly, participants discussed 
Family Alignment as a function of Owner Satisfaction in defining business success.  
These findings point to the topic of family alignment, or congruence as Danes, Loy and 
Stafford (2008) titled it, needing to be studied as a part of small business success whether 
the business is a family business or not.  
Consistent with Miller, Besser, and Malshe (2007), who found that business 
owners said networking positively impacted their business by elevating optimism, profits, 
and market status the participants in this study identified Owner Marketing, 
Networking/Meetings with Potential Customers, and Professional Referrals as important 
measures of Business Growth when measuring success.  Discussions included the 
importance of networking with other professionals, being involved in professional and 
community organizations, and any other activity that gave them exposure in their 
community.  These items were seen as leading indicators of Business Growth for 
business success.  If others would engage with the business owner in these activities it 
was seen as beneficial and an indicator of a sustainable business.   
Closely related to this finding was Besser’s (1999) finding that business success 
was significantly related to community commitment and support in a study across 30 
communities in Iowa.  Participants in this study confirmed that involvement in their local 
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 community was driver in their motivations to become a small business owner, their 
definition of success and their measurement of success.  Involvement in their community 
contributed to Owner Satisfaction as a motivation for becoming a small business owner.  
In other words, participants wanted to have the ability to be involved in their community 
and saw small business ownership as an opportunity to do just that.  In terms of defining 
success participants saw community involvement as a function of them being able to take 
pride in their business.  Owners desired to be respected by the people of their community 
as a small business owner in their community.  And in terms of measuring success 
participants saw community involvement as a function of their relationship with 
customers and how they priced their product and services so their community could 
afford to be a customer.      
Participants in the study also expressed being able to meet their financial 
commitments as a measure of small business success.  This resonated with the study of 
Astebro and Bernhardt (2003) finding that having loans was positively related to firm 
survival.  There might be a causal link between the pride of a small business owner that 
increases their motivation and desire to be successful in order to repay their debts.  
Because making enough money to pay their employees, their debts, and to earn a living 
for themselves was important to all participants in becoming a small business owner, 
defining success, and measuring success, there is a relationship between business success 
and paying debts.  This study’s participants expressed paying debts as being related to 
both Owner Judgment and Market Judgment when measuring business success. Having 
enough money to meet the business’ financial obligations was seen as something that the 
market would judge their success by.  Additionally, if owners owed the debt to people or 
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 organizations in the community it is possible that the debts were also a personal issue for 
the small business owner.  This could be another example of where the owner’s business 
and personal life become combined.  Owners clearly saw being able to pay their debts as 
a function of Owner Pride.       
Chawla, Pullig, and Alexander (1997) recommended that a small business life 
cycle model be developed when they found that Critical Success Factors (CSF) of 
business success might be different for different industries.  It appeared that the CSFs 
remain the same as a firm moves through its life cycle; however the relative importance 
of each CSF may change.  For example, owner experience was identified as having a 
relationship to success for manufacturing/construction businesses less than 10 years old, 
but was not shown to be significant for the retail businesses of the same age.  Similarly, 
the participants in this study clearly identified what could be the beginning of a 
developmental theory of business.  They identified that at some point in the growth of a 
business someone has to take the role of making their main client the business itself to 
make sure the business grows and develops appropriately.  In other words, someone has 
to work on the business at a certain stage of a company’s development.  As a business 
owner focuses more on the business itself they become more removed from actually 
delivering the business’ product or service.  This could lead the measures of success to be 
less personal and more quantitative in nature from the owner’s perspective because they 
are less involved in the business.  It is also possible that the leadership approaches that 
Sorenson studied in 2000 could change based on where a business is in the life cycle and 
what role the owner has in the business.  In fact, there may be appropriate owner 
leadership styles and owner roles at specific stages of a small business life cycle.  There 
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 may very well be interrelationships here that could impact the success or failure of a 
small business.   
Watson and Everett (2006) identified discontinuance of business as a definition of 
business failure.  The results of this study raised questions whether this definition was 
applicable to small businesses.  The participants discussed many reasons why a small 
business might cease to operate even though it was a successful company.  Since small 
businesses are often driven by the values, interests, and aspirations of the owner they can 
cease to operate if the owner decides they have different aspirations or interests 
(Sorenson, 2010).  Small businesses can be started for many reasons (Fasci & Valdez, 
1998) (Horridge & Craig, 2001) (Buttner & Moore, 1997).  Some of the reasons, such as 
avoiding relocation or earning a living until retirement, can be accomplished leaving the 
owner with the ability to decide to do something different.  This would be no different 
than an employee changing careers multiple times in their life.  Does that mean they 
automatically failed at their previous career?  Of course not.  The same holds true for 
small business owners, they have the right to change what they do without classifying the 
business as a failure.  In fact, four of the nine participants in this study had owned a 
business before their current business, and three of the four had previously owned two 
businesses prior to owning their current business.  This is an indication that small 
business owners may have rationale for ceasing operations that have nothing to do with 
the business failing.  Van Praag (2003) used the definition of success in business as the 
owner remaining self-employed regardless of how many businesses an owner might have 
owned.  The implication being that remaining a small business owner implies success.  
Small businesses are sometimes unable to stand on their own without the owner’s 
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 involvement due to its legal status, the reputation of the owner being the only tangible 
asset of the company or the knowledge of the owner being the only tangible asset of the 
company.  Therefore, a small business is sometimes not truly its own entity.  Rather, it is 
an extension of the individual owner making the business’ continuation dependent on the 
owner’s personal desire to stay involved in the business.  The smaller the business and 
the more the owner was working in the business versus on the business, the more likely 
this would be true.   
Study participants also pointed out that there are times when a small business 
owner may cease to operate a business and call it successful even though it was not a 
financial success.  This study’s participants identified that the determination of success of 
a small business was largely a judgment of the owner because the motivations for 
becoming a business owner and the definition of success were personal in the first place.  
Therefore, if an owner went into business to accomplish a personal goal or desire they 
may have successfully accomplished it and feel that they were successful.  Because small 
business ownership is an extension of the individual owner the small business owner may 
judge the business to have been successful.  Accordingly, Watson and Everett’s (2006) 
definition of business failure should be revisited to account for the uniqueness of truly 
small businesses - that owners of successful small businesses can choose to cease 
operations and the personal judgment that small business owners have in determining 
success. 
Using published data we estimated the cost of lost small business investments in 
2008 due to business failures ranged between $4.78B and $21.72B (Blade, 2003) (The 
Small Business Economy, 2009) (SBA, 2003).  These estimates excluded any and all 
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 secondary negative financial impacts or costs such as loss of equity on repossessions, 
foreclosures, unemployment payments, welfare or other governmental assistance, etc. for 
the owner or employees.  Additionally, the budget for the funding of SBA programs and 
administration directly focused on small businesses exceeded $31B in 2009 (SBA.gov, 
n.d.).  It is clear that small businesses are a crucial component of the U.S. economy by 
creating approximately 50% of the US GDP annually, and employing a substantial 
proportion of the US population (The Small Business Economy, 2009).  The United 
States has spent a significant amount of money to encourage the growth of small business 
by providing tax cuts and making money available for federal contracts, grants, and loans 
(The Recovery Act, n.d.).  The government has publicly emphasized the economy’s 
dependence on small business for its economic recovery and encouraged small business 
growth even though the failure rate of small businesses remains high (Spors, 2006).  
Additionally, there was no universally accepted measure of small business success and no 
real understanding of how a small business owner defined and measured success.  This 
study provided good insight to owner motivations for becoming a business owner and 
their definition and measurement of success. 
Implications of Findings 
Due to the personal judgment required in determining the success of a small 
business owner judgment or self-declaration of business success should be used as a 
success measure in any study of small business success.  However, Rogoff, Lee, and Suh 
(2004) found a self-serving attribution bias and therefore care should be taken when 
designing and administering the study.  Rogoff, Lee, and Suh’s (2004) work shows that 
owners may attribute positive results to things they do and negative results to things 
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 outside their control.  Therefore, business owners self-declaring the causes of success 
would likely by biased towards factors they control.  In the literature reviewed as a part 
of this study only three studies used an owner self-declared determination of business 
success (Besser, 1999) (Miller, Besser, & Malshe, 2007) (Rogoff, Lee, & Suh, 2004).  
Attribution bias may be limited by the development of an assessment tool for small 
business owners to use for measuring success in the areas where they themselves must 
judge whether their business is successful.   
The current economic development plan of encouraging the creation of small 
businesses to increase employment and thrust America into economic recovery fails to 
account for all of the complexities and interrelationships essential for ensuring small 
business success.  Additionally, because there is no generally accepted measure of small 
business success, the current economic plan has adopted increased employment as the 
measure of small business success.  The default adoption of increased employment as a 
measure of success appears to be largely out of necessity due to the need for lowering 
unemployment.  The American Recovery and Reinvestment Act (ARRA) and the 
Troubled Asset Relief Act Program (TARP) were funded to, impart, increase 
employment.  However, the net cumulative employment results have fallen far short of 
what was projected.  As shown in Table 5.1, the ARRA projected 6.9M jobs would be 
created or saved from 2009–2012 (Council of Economic Advisors, 2009).  But the actual 
change in seasonally adjusted employment from January 2009 through July 2012 was 
777,000 (Bureau of Labor Statistics, 2012).  As a comparison, the change in seasonally 
adjusted employment from January 2005 through July 2008 was 6,451,000 (Bureau of 
Labor Statistics, 2012). 
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 Table 5.1 
Estimate of Jobs Saved or Created by the ARRA of 2009 
 
Projected ARRA as 
of the 4th Quarter 
of the Year 
Projected ARRA 
Average for the 
Year 
Actual Employment 
Change from 1/1–12/31 
2009 1.50 0.70 −1.15 
2010 
3.50 3.00 0.16 
2011 
1.70 2.50 0.64 
2012 
0.30 0.70 0.62 
Cumulative Sum 
in Millions 
7.00 6.90 0.27 
 
It appears that the government has assumed that the federal goal of increased 
employment is aligned with the goals of small business owners.  It is not.  However, this 
study clearly identified that owners are focused on making enough money to pay their 
bills and achieving the autonomy and happiness that they desire - not hiring more people.  
To clearly make this point, I remind the readers that not one of the participants in this 
study identified increased employment as a measure of small business success.  In fact, 
there was no mention of increased employment in any of the discussions during this study 
by any participant.  Additionally, the current discussion of increased taxation does not 
encourage small business owners to consider investing in their business at this time.  
Therefore, I must draw the conclusion that a long-term incongruency exists between an 
economic development policy that is dependent on small businesses increasing 
employment and the goals and objectives of small businesses achieving success.   
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 To exemplify this incongruency we bring your attention to a study conducted by 
Variyam and Kraybill (1994) that showed that a firm’s age and size were negatively 
related to the growth of employment.  They also found that multiple establishment firms 
were related to a higher employment growth rate than independent or single 
establishment firms.  Therefore, young businesses with few employees located in 
multiple sites would hold the highest opportunity for growth in employment.  What were 
being described were the characteristics of a high-tech company that experienced 
phenomenal growth.  These are not the typical small businesses that a person in your 
neighborhood starts.  This is not “Joe the Plumber” that became famous during the 2008 
presidential debates.  In fact, you, the reader, probably personally know at least one small 
business owner.  Do they own this business that has been described?  Probably not.  Even 
I, as a small business owner who has been studying small business owners, do not know 
even one owner who owns such a business.  So it appears that the taxpayer money being 
spent to increase employment through small businesses is not going to create many of 
these types of businesses.  Therefore, the government must reassess their measures of 
success or incent small business owners to have different motivations so that they 
increase employment.  Either way it requires a change in current policy. 
Additionally, van Praag (2003) found that the owner’s motivation for starting a 
business was significantly related to the length of time a person remains self-employed.  
Therefore, creating long-term sustained employment through small businesses is largely 
dependent upon the owner having the right motivations so that the business continues to 
operate for a period of time.  Has there been any thought put into assessing the owner’s 
motivation for starting a business as a part of the small business stimulus package?  One 
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 could argue that the unemployed could leave the roles of unemployment to become one 
of the needed small business owners that employees the unemployed.  That sounds like a 
great plan, except that van Praag’s (2003) same study determined that individuals who 
became self-employed when unemployed were less likely to be successful.  In other 
words, they would have a failure rate higher than 60%.  If this was combined with this 
study’s results that owner judgment was a large determining factor of business success 
the expected failure rate would be unknown.  Therefore, assistance to small business 
owners must first start with an assessment of their motivation for becoming a small 
business owner if we truly want long term economic development as a result of our 
economic policy.  This would also require a change in policy. 
Similarly, the participants in this study clearly identified what could be the 
beginning of a developmental theory of business.  They identified that at some point in 
the growth of a business someone has to take the role of making the main client the 
business itself to make sure the business grows and develops appropriately.  In other 
words, someone has to work on the business at a certain stage of a company’s 
development.  As a business owner focuses more on the business itself they become more 
removed from actually delivering the business’ product or service.  This could lead the 
measures of success to be less personal and more quantitative in nature from the owner’s 
perspective because they are less involved in the business.  This has policy ramifications 
in that it insinuates that the number of employees is not as important as the actual role of 
the owner in the business when determining the measures of business success. 
This study clearly identified that small business owners defined and measured 
success personally.  The implication is that the government needs to understand why 
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 people went into business and create funding and incentives that would encourage people 
to become successful small business owners.  Conversely, one could subscribe to the 
beliefs of Austrian Economic Theory and the likes of Schumpeter’s creative destruction 
theory (Spencer & Kirchoff, 2006) and or the Kirznerian entrepreneur (Douhan, Eliasson, 
& Henrekson, 2007) both of which imply that business failure is good economically 
because the businesses that should fail are removed from the economy.  However, as 
business owner and a taxpayer, it is hard to look at the money wasted by such an 
approach.  Instead, I recommend policy changes that exercise sound fiduciary 
responsibilities on behalf of the taxpayer anytime there are taxpayer’s dollars or loans of 
any type being given to the small business owner.  This type of approach protects 
taxpayer’s hard earned dollars that they have contributed to the government for the 
betterment of the nation.  
If the government is interested in growing employment then some of the possible 
policy changes could include giving no tax dollars to non-employer small businesses 
unless the owner leaves the rolls of unemployment.  And in light of van Praag’s (2003) 
finding, the person becoming a small business owner would receive no more than their 
total unemployment compensation for unemployment and small business assistance 
combined. 
Because the failure rate drops after a business has been in business for more than 
six years (Spors, 2006), the government should look at tax breaks that actually remove an 
expense from a small business owner as long as they hire people off the rolls of 
unemployment.  The tax break should be equal to the amount of money the formerly 
unemployed individual would have received from unemployment as long as they remain 
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 employed at the company.  This is a net zero cost increase to society and the company 
that unemployed the individual in the first place.  Additionally, it keeps the individual 
actively engaged in the economy in a way that may lead to full-time employment.  
Employment in this scenario need not be full-time; it can be a dollar for dollar trade off 
with the individual’s unemployment benefits.   
For people who have determined they are going to become new small business 
owners the government could provide start-up funds to cushion the burden of starting a 
business as long as the individual participates in a pre-assessment and meets a minimum 
set of success criteria as a small business owner.  Then they would be eligible for 
assistance using tax payer dollars or loans.  Many more people might choose to become a 
small business owner if there was some form of security blanket.  Whatever the specifics 
of the solution, it needs to be real cash from the owner’s perspective in order to save 
business owners some sort of expense they would normally incur.  This could take the 
form of paying less real estate taxes, less payroll taxes, no FUTA, etc.  It could not be a 
tax deduction because for small business start-ups that would not keep cash in their 
pocket.  Some portion of the tax payer’s money the government was spending on small 
businesses was a waste because of the misalignment of objectives between the definition 
and measurement of business success being used by the business owner and the 
government in its programs.  The transferring of those wasted funds to programs that are 
more closely aligned with achieving the desired results may actually yield a cost savings 
for the government.  
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 Limitations 
The potential limitations with this study largely revolve around its small sample 
size and the nature of a phenomenological study which is interpretive in nature.  The 
specific limitations of this study are the lack of cross section of representation by race, 
size of corporations in terms of revenue, employment, and geographic location.  
Therefore, there may be potential limitations across large populations. 
Future Research 
Replication of this study is needed with more participants across multiple 
geographic regions in order to validate the results.  The focus should be to see whether 
the main themes repeat themselves or if there are any changes in the themes or 
information provided by small business owners.  Special attention should be paid to 
validating whether males and females have the same motivations for starting a small 
business and measure success similarly since our study found no difference between 
genders.  The ultimate purpose would be to create a universal picture of how small 
businesses defined and measured success for use in future studies of small business 
owners.  Since small business failure in the U.S. was such a common occurrence with 
only 39.5% of all businesses surviving after six years it was important to continue this 
type of research (Spors, 2006).  The results of the research would hopefully be used by 
small business owners and policy makers to then ensure that small businesses were 
managed in a way that increased their success rates. 
Once enough qualitative studies have been completed to determine the complete 
list of success measures for small businesses and they had been compiled, then studies 
could be conducted to determine factors that have a causal relationship with small 
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 business success. This will lower the economic cost of the small business failures in the 
United States as the cause agents of success are adopted by small businesses. 
It is recommended that future studies work on the development of an assessment 
tool for small business owners to use when measuring success in the areas where they 
themselves must judge whether their business is successful.  If Likert scales were 
utilized, scores could be compared and perhaps normalized to determine what score 
equals success thereby lessoning the qualitative judgment of the owner.  Attribution bias 
may be lessened by the development of this tool.  
Based on the findings of this study it is recommended that role of the owner, the 
levels of management between the owner and the employee, and the leadership style of 
the owner be considered as a function of developing a small business life cycle.  The 
insights from such a development may allow clear and distinct characteristics that 
differentiate one small business form another which may have policy implications in 
addition to the appropriate management of the small business.  
Additional studies to investigate the relationship between loans of small business 
owners and small business success are needed.  This study’s participants expressed 
paying debts as being related to both Owner Judgment and Market Judgment when 
measuring business success.  However, making enough money to pay their employees, 
their debts, and to earn a living for themselves was important to all participants across all 
three research areas of becoming a small business owner, defining success, and 
measuring success.  Therefore, while a relationship was confirmed future studies are 
warranted to determine the precise relationship. 
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 Accordingly, Watson and Everett’s (2006) definition of business failure should be 
revisited to account for the uniqueness of truly small businesses.  Some small businesses 
cease to operate not because they fail but because the owners choose to cease operating 
the business.  Therefore, the definition of business failure should be reviewed to ensure 
that it is truly capturing only small businesses that are considered to have failed and not 
small businesses that ceased to operate due to the owner’s choice or were considered a 
success by the owner. 
Recommendations 
It is recommended that policy makers, small business owners, and potential small 
business owners listen to what small business owners have expressed in this study.  The 
participants were in business an average of 12.3 years and have therefore generally made 
it through the period of high failure rate for small businesses.  The findings of this study 
should be used to develop methods, practices, and incentives that assist small business 
employment growth.  Methods, practices, and incentives should be developed in a 
manner that helped small business owners to do the things that are believed to help a 
business be successful.  Therefore, the following items found in the literature as having a 
significant effect on small business success should be considered for incorporation in any 
methods, practices, and incentives used in small business: 
• Perry (2001) found that little planning occurred in most small businesses and 
the study suggested that lack of planning is related to firm failure.   
• Danes, Loy, and Stafford (2008) found that preparing financial records and 
determining numerical objectives was associated with increases of revenue by 
11.4% and 21.5% respectively.  The study also found that trying to run a 
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 business part-time while the owner had a full-time job, having family 
members work for the business, and being a sole proprietor were all 
associated with lower revenues. 
• Chrisman and McMullan (2004) conducted a well-designed longitudinal study 
of Small Business Development Center (SBDC) clients.  Survival rates for the 
owners who received SBDC counseling were significantly greater than non-
client businesses during the same period of time. 
• Variyam and Kraybill (1994) conducted a study that found owner’s education 
level was significantly related to the firm’s employment growth.  The hours 
worked by the owner were positively related to the growth of the firm’s 
employment, but the impact was minor.  Additionally, using new technology 
and emphasizing planning were significantly and positively related to the 
growth of employment of the firm. 
• Lussier (1995) found that planning, professional advisors, education, and 
staffing were significantly related to business success or failure.  Successful 
firms used professional advisors more and developed more specific business 
plans than failed firms. 
• Van Praag (2003) found that older business owners, at the time of starting the 
business, were more likely to have increased business longevity.  Only 
relevant experience, versus any former experience, was positively related to 
business success and longevity.  The owner’s motivation for starting a 
business was significantly related to the length of time a person remains self-
employed.  Individuals who became self-employed when unemployed were 
122 
 
 less likely to be successful.  In regards to capital, it was found that people 
starting with their own capital and owners who take loans had no significant 
difference in the success of their business.  Self-employment experience, 
owner’s locus-of-control, and regional unemployment rates showed no 
significant relationships to business success or longevity. 
Incorporating these concepts into managing small businesses and into small business 
policy would be wise uses of government dollars and a small business owner’s time and 
effort to increase the success of small businesses thereby helping the economic recovery. 
Additionally, organizations giving loans or grants to small businesses (other than 
taxpayer dollars which would fall under the requirements already discussed) may want to 
use the findings of this study to ensure they are evaluating all three areas of judgment for 
business success when giving loans to a small business.  They may also want to 
administer some owner pre-assessment to make sure they understand the small business 
owner’s motivations.  Additionally, they may also want to ensure that the small business 
has defined business success and established a balanced set of measures to determine if 
success exists. 
Large companies might find the results of this study helpful in keeping their 
employees actively engaged and satisfied in their work environment thereby reducing 
their turnover, recruitment costs, and training costs.  The motivators for people becoming 
small business owners could assist them in creating policies, structuring work and jobs, 
and developing career paths in a way that enabled them to retain employees that might 
otherwise become small business owners.  They could ensure that employees have 
flexibility, freedom and independence and experience recognition and rewards for the 
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 work they do.  This can be done by creating incentives, variable pay components, and 
profit sharing with close lines of sight to the individual’s impact.  Organizations could 
ensure there is sufficient attention paid to employee’s being satisfied by their work.  
Additionally, large businesses could use assessments to identify who might be good 
candidates to work in think tank organizations or skunk work projects to develop new 
products and services. 
Current small business owners could use the results of this study to benchmark 
their own business.  Perhaps the experiences that the participants of the study shared 
would help them better define and measure success in their own business.  Or after 
reading this study it might be the time to admit to oneself that they really weren’t meant 
to be a small business owner.  Or best of all, a small business owner could read this study 
and find strength and resolve in the fact that there are many other people just like them. 
They could take pride in the fact that they employed the majority of the people in 
America and were the backbone of the American economy by producing more than half 
of the country’s GDP. 
Lastly, people thinking about becoming a small business owner could use the 
results of this study as a gauge to determine if small business ownership was really for 
them.  There was a robust picture created by the participants about what it really meant to 
be a small business owner.  If this did not resonate with a person considering small 
business ownership or they couldn’t see themselves being the person described in this 
study then they would be better off avoiding small business ownership altogether.  This 
would also apply to the Small Business Administration and franchisors when working 
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 with potential candidates to determine if they were a good fit for small business 
ownership. 
Conclusion 
Small businesses in America, firms of less than 500 employees (Bureau Labor 
Statistics, 2005), were a significant component of the economy.  They contributed more 
than half of the American Gross Domestic Product (GDP) (Kobe, 2007) and employed 
more than sixty million Americans (The Small Business Economy, 2009).  They also 
represented more than 99.7% of all employers.  However, small businesses in America 
also have a failure rate in excess of 60% within the first six years of existence (Spors, 
2006).  Failure was defined as discontinuance of ownership, discontinuance of business, 
bankruptcy or ceasing of operations with loss to creditors, disposed of to prevent loss, 
and failing to make a go of it by Watson and Everett (1996).  However, small business 
success had no universal definition or measure.  In fact, we found at least 28 measures of 
success used in the literature that was reviewed as a part of this study.  Additionally, there 
were limited studies found whose purpose was to determine how small business owners 
define and measure success.  And not one study was found that asked small business 
owners themselves why they became a business owner, how they defined success, and 
how they measured success.  Rogoff, Lee, and Suh stated “it would be useful for research 
to attempt to explore and to explicate how business owners and experts define success 
and failure” (2004, p. 374). 
Due to the lack of data in the literature quantitative analysis was inappropriate so 
a qualitative method needed to be used.  A phenomenological approach was selected for 
the study because “the basic purpose of phenomenology is to reduce individual 
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 experiences with a phenomenon to a description of the universal essence” (Creswell, 
2007, p. 58).  This process of taking individual experiences and reducing them to a 
universal experience was a research approach conducive for the use of making policies 
(Creswell, 2007) which is a potential outcome of this research study.  Therefore, a 
hermeneutical phenomenological study was developed to gather data directly from small 
business owners for the explicit purpose to address this gap in the literature.  The focus 
was to understand and gain insight about the phenomena of small business ownership so 
that a universal measure can be established and utilized in the analysis of factors 
contributing to small business success in America. 
In order to make interpretations of the data and draw conclusions about the 
phenomena of owning a small business, small business owners would be asked three 
questions: 
1. Why did they become a small business owner in America? 
2. How did they as a small business owner define success of their business in 
America? 
3. How did they as a small business owner measure success of their business in 
America? 
Nine small business owners participated in this hermeneutical phenomenological study 
that took place in a rural county in New York State.   
Six participants were male and three were female.  The average age of 
participants was 52 years old.  Seven of nine owners identified themselves as Caucasian.  
Two owners had Associates degrees, three had Bachelor’s degrees, three had Graduate 
degrees, and one had a Doctorate degree.  Across the nine participants the average 
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 number of years work experience prior to starting their business was 18.67.  The years of 
previous work experience prior to becoming a business owner ranged from 0 to 34 years.  
Eight of the participants had corporate experience before starting their small business.  
Four of the nine participants had owned other companies prior to owning their current 
small business. The length of time owning their current company ranged from less than 
one year to 29 years.  The average longevity of ownership of their current business was 
12.31 years.  The number of full-time employees employed by the participants ranged 
from zero to 28 with the average being 6.78 employees.  The legal structure of the 
participants’ companies included one sole proprietorship, one partnership, three S Corps, 
three LLCs, and one C Corp.  Six companies had revenue less than $500,000.  One 
company had revenue between $500,001 to $999,999.  Two companies had revenue that 
was $2,500,000 or greater during their last year. 
All participants completed a personal interview.  Eight of the nine interviewees 
participated in a focus group.  All participants also completed two forms.  The first form 
was a Demographic Questionnaire (See Appendix C).  The second form was a Measure 
Checklist which required the participant to identify which, if any, reasons found in the 
literature were why they became a small business owner (See Appendix D). An “Other” 
selection was added to the list for them to write in any reasons not found in the literature.  
Additionally, on the Measure Checklist, a list of the measures of business success found 
in the literature was given for each participant to identify which, if any, they utilized in 
their business (See Appendix D).  An “Other” selection was added to the list so that 
participants could add any additional measures of success they used in their business.   
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 The findings of the study were that people became small business owners to 
achieve autonomy and personal happiness.  These super themes, autonomy and 
happiness, had twenty-eight sub-themes from the thirty-three topics participants 
identified as their motivations for becoming a small business owner.  
Owners defined success as personal achievement or accomplishment by 
specifically looking at their autonomy, ability to have pride in their business and what 
they did, their personal satisfaction, and having a sustainable business.  Within the super-
theme of personal achievement forty-six topics were discussed by participants during the 
interviews which became ten sub-themes when coded.   
Small business owners measured success through employee judgments, market 
judgments, and owner judgments.  Employees made judgments about their satisfaction 
working for the company and small business owners used the employee’s satisfaction as 
a measure of business success.  The market made judgments about small business’ 
products and services.  Small business owners identified the areas of business growth, 
business results, customer relationships, and financial results as market measurements 
used for measuring business success.  Lastly, the owner made judgments about their own 
satisfaction, level of pride, and feeling of success as measures of business success.  
Participants identified fifty-nine topics which became fifteen sub-themes and then eight 
main themes when coded.   
The motivation for becoming a small business owner, how they defined success, 
and measured success was viewed as an extension of the individual owner by participants 
and was therefore personal. Additionally, the business life and personal life of a small 
128 
 
 business owner become intertwined.  Thus small business owners ultimately are the judge 
of whether they are successful or not. 
The study results told us that small business ownership is different, owner’s 
motivations made a difference on whether as business was successful, and that small 
business ownership was very personal.  Measurement of success in small businesses 
might change based on its stage of growth and the number of layers between an owner 
and the employee.  Small business success is measured largely by owner judgment and 
this may impact the high failure rate of small businesses.  The insights yielded from the 
study have potential policy impacts, might aid current small business owners in being 
successful, could assist large companies reduce employee turnover, and provided a robust 
picture of what it means to be a small business owner for potential small business owners 
to determine if small business ownership is for them. 
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 Appendix A 
Tax Benefit Programs 
Categories 
Funds Paid 
Out 
[-] Individual Tax Credits $136.4B 
Increased Alternative Minimum Tax Exemption $64.7B 
American Opportunity Tax Credit $25.7B 
Child Tax Credit $18.4B 
First Time Homebuyer Credit $10.7B 
Exclude up to $2,400 of unemployment insurance benefits from gross income for taxable 
year 2009 
$6.3B 
Earned Income Tax Credit $5.1B 
Extension of Alternative Minimum Tax Relief for Nonrefundable Personal Credits $4.4B 
Deduction on Sales and Excise Taxes for Certain Motor Vehicles $1.1B 
Computer Technology and Equipment Allowed as a Higher Education Expense $0 
[-] Making Work Pay $104.1B 
Making Work Pay $104.1B 
[-] Tax Incentives For Businesses $36.9B 
Special Allowance for Certain Properties Acquired in 2009 $26.4B 
Deferred Income from Cancellation of Certain Indebtedness $10.2B 
5-Year Carryback of Operating Losses of Small Businesses $790M 
Temporary Increase in Limitations on Expensing of Certain Depreciable Business Assets $730M 
Temporarily Reduced the Recognition Period for Built-in Gains Tax $240M 
Incentives to Hire Unemployed Veterans and 16 to 24 Year Old $230M 
Changed Certain Ownerships for Purposes of Limitations on Net Operating Loss Carry 
Forwards and Certain Built-In Losses 
$9M 
Decreased Estimated Tax Payments for Certain Small Businesses $0 
Modifies Rules for Original Issue Discount on Certain High-Yield Obligations $0 
Clarified Regulations Related to Limitations on Certain Built-in Losses Following an 
Ownership Change** 
-$1.7B 
[-] Energy Incentives $10.3B 
Residential Energy Credit $10.4B 
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 Categories 
Funds Paid 
Out 
Residential Credit for Alternative Energy $420M 
Credit for Electricity Produced from Certain Renewable Resources $270M 
Extension of Commuter Transit Benefits / Transit Passes $130M 
Business Credits for Renewable Energy Properties $100M 
Electric Motor Vehicles Credit $90M 
Increased Credit for Alternative Fuel Vehicles Refueling Properties $43M 
Increased Limitation on Energy Conservation Bonds $11M 
Increased Limitation on Clean Renewable Energy Bonds $1M 
Investment Credit or Productions Credit $0 
Carbon Dioxide Used as a Tertiary Injectant $0 
Renewable Energy Grants vs Energy Investment Tax Credit* -$1.2B 
[-] COBRA $3.7B 
COBRA $3.7B 
[-] Manufacturing & Economic Recovery, Infrastructure Refinancing, Other $7.1B 
Delayed Application of Withholding Tax on Government Contractors $4.1B 
Build America Bonds $850M 
Credit for Investment in Advanced Energy Facilities $630M 
Exception for Tax-Exempt Interest Expense of Financial Institutions $450M 
Special Tax Credit for Certain Government Retirees $350M 
Qualified School Construction Bonds $240M 
Extension of Unemployment Compensation $170M 
Health Coverage Improvement $150M 
Increase in New Markets Tax Credit $90M 
Recovery Zone Bonds $90M 
Prohibited Collection of Certain Payments Made Under the Continued Dumping and 
Subsidy Offset Act of 2000 
$75M 
Modified Small-Issuer Exception to Tax Exempt Interest Expense Allocation Rules for 
Financial Institutions 
$28M 
Tribal Economic Development Bonds $28M 
Temporarily Expanded Industrial-Development Bonds to Facilities Manufacturing $15M 
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 Categories 
Funds Paid 
Out 
Intangible Properties 
Extension and Expansion of Qualified Zone Academy Bonds $12M 
Temporarily Modified Alternative Minimum Tax Limitations on Tax-Exempt Bonds $7M 
Grants to States for Low-Income Housing Projects in Lieu of Low-Income Housing Credit 
Allocations 
$3M 
Modified High Speed Intercity Rail Facility Bonds $1M 
Regulated Investment Companies Allowed to Pass-Thru Tax Credit Bond Credits $0 
Extension of Trade Adjustment Assistance to Service Sector and Public Agency Workers; 
Shifts in Production 
$0 
Low-Income Housing Credit and Low-Income Housing Grants* -$210M 
Total Tax Benefits $298.5B 
Notes:  
* Instead of distributing this dollar amount as tax benefits, Treasury allocated the funds to federal agencies 
to be distributed as Recovery grants. 
** Represents the estimated dollar amounts not collected by Treasury as a result of lowering taxes to 
business to offset losses.  
Overview of ARRA Funding: Tax Benefits (2012). Retrieved from 
http://www.recovery.gov/Pages/default.aspx 
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 Appendix B 
Contract, Grant and Loan Programs 
Categories Funds Paid Out 
[-] Education $87,101,992,630 
Department of Education-Office of Elementary and Secondary Education-State 
Fiscal Stabilization Fund, Recovery Act 
$48,284,265,331 
Department of Education-Federal Student Aid-Student Financial Assistance, 
Recovery Act 
$16,459,752,034 
Department of Education-Office of Special Education and Rehabilitative Services-
Special Education, Recovery Act 
$11,380,473,427 
Department of Education-Office of Elementary and Secondary Education-
Compensatory Education for the Disadvantaged, Recove 
$9,873,343,155 
Department of Education-Office of Elementary and Secondary Education-School 
Improvement Programs, Recovery Act 
$589,691,846 
Corporation for National and Community Service-Operating Expenses, Recovery Act $141,080,571 
Department of Education-Office of Elementary and Secondary Education-Impact 
Aid, Recovery Act 
$80,660,606 
Department of Education-Office of Innovation and Improvement-Innovation and 
Improvement, Recovery Act 
$62,047,749 
Department of Education-Federal Student Aid-Student Aid Administration, Recovery 
Act 
$59,742,739 
National Endowment for the Arts-National Endowment for the Arts: Grants and 
Administration 
$49,953,427 
Department of Labor-Employment and Training Administration-Program 
Administration 
$44,523,279 
Department of Education-Institute of Education Sciences-Institute of Education 
Sciences, Recovery Act 
$34,420,216 
National Science Foundation-Education and Human Resources, Recovery Act $23,866,631 
Department of Education-Office of Postsecondary Education-Higher Education, 
Recovery Act 
$18,171,619 
[-] Transportation $31,097,663,635 
Department of Transportation-Federal Highway Administration-Highway 
Infrastructure Investment, Recovery Act 
$22,394,651,392 
Department of Transportation-Federal Transit Administration-Transit Capital 
Assistance, Recovery Act 
$5,236,583,632 
Department of Transportation-Federal Railroad Administration-Capital Grants to the 
National Railroad Passenger Corporation 
$1,297,480,554 
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 Categories Funds Paid Out 
Department of Transportation-Federal Aviation Administration-Grants-in-aid for 
Airports, Recovery Act 
$1,069,473,499 
Department of Transportation-Federal Transit Administration-Fixed Guideway 
Infrastructure Investment, Recovery Act 
$537,811,331 
Department of Transportation-Federal Railroad Administration-Capital Assistance for 
High Speed Rail Corridors 
$317,604,968 
Department of Transportation-Office of the Secretary of Transportation-
Supplemental Discretionary Grants for a National S 
$244,058,259 
[-] Infrastructure $22,921,197,297 
Environmental Protection Agency-State and Tribal Assistance Grants, Recovery Act $5,535,834,934 
GSA-General Services Administration-Federal Buildings Fund, Recovery Act $2,805,066,626 
U.S. Army Corps of Engineers - civil program financing only-Operation and 
Maintenance, Recovery Act 
$1,912,376,312 
U.S. Army Corps of Engineers - civil program financing only-Construction, Recovery 
Act 
$1,566,977,433 
Department of the Army-Operation and Maintenance, Army, Recovery Act $1,243,197,966 
Department of the Air Force-Operation and Maintenance, Air Force, Recovery Act $975,515,005 
Department of Commerce-National Telecommunication and Information 
Administration-Broadband Technology Opportunities Progr 
$849,845,239 
Department of Transportation-Federal Transit Administration-Capital Investment 
Grants, Recovery Act 
$744,057,945 
USDA-Forest Service-Capital Improvement and Maintenance, Recovery Act $524,828,680 
Department of the Navy-Operation and Maintenance, Navy, Recovery Act $435,037,308 
Department of the Interior-National Park Service.-Construction and Major 
Maintenance, Recovery Act 
$432,281,991 
Department of Commerce-National Telecommunication and Information 
Administration-Digital-to-Analog Converter Box Program, 
$333,453,609 
USDA-Rural Utilities Service-Rural Water and Waste Disposal Program Account $331,410,641 
Department of the Interior-Indian Affairs (Assistant Secretary)-Construction, 
Recovery Act 
$327,573,917 
U.S. Army Corps of Engineers - civil program financing only-Mississippi River and 
Tributaries, Recovery Act 
$317,298,836 
USDA-Rural Utilities Service-Distance Learning, Telemedicine, and Broadband 
Program 
$299,359,615 
TRICARE Management Activity-Defense Health Program, Recovery Act $253,521,730 
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 Categories Funds Paid Out 
National Guard Bureau, Office of the Chief- Operation and Maintenance, Army 
National Guard, Recovery Act 
$235,007,375 
USDA-Natural Resources Conservation Service-Watershed and Flood Prevention 
Operations, Recovery Act 
$219,297,797 
Department of Defense-Military Construction, Defense-wide, Recovery Act $209,654,444 
GSA-Federal Buildings Fund $209,612,825 
Department of the Navy-Military Construction, Navy, Recovery Act $184,609,459 
Department of State-U.S. and Mexico International Boundary and Water 
Commission-Construction, IBWC, Recovery Act 
$179,200,607 
Department of Transportation-Federal Aviation Administration-Facilities and 
Equipment, Recovery Act 
$164,624,756 
Department of Commerce-National Institute of Standards and Technology-
Construction of Research Facilities, Recovery Act 
$158,761,102 
Department of Commerce-National Oceanic and Atmospheric Administration-
Procurement, Acquisition, and Construction, Recove 
$155,259,599 
Department of State-Capital Investment Fund, Recovery Act $139,838,538 
Department of the Army-Military Construction, Army, Recovery Act $139,156,538 
Department of the Air Force-Military Construction, Air Force, Recovery Act $138,052,183 
National Science Foundation-Major Research and Equipment and Facilities 
Construction 
$129,389,488 
Department of Homeland Security-U.S. Coast Guard-Alteration of Bridges, Recovery 
Act 
$127,654,654 
USDA-Rural Business Cooperative Service-Rural Business Program Account $125,980,323 
Department of the Interior-Bureau of Land Management-Construction, Recovery Act $125,069,913 
Department of the Interior-U.S. Fish and Wildlife Service-Construction, Recovery Act $116,846,833 
USDA-Agricultural Research Service-Buildings and Facilities, Recovery Act $115,743,721 
Department of Commerce-Economic Development Administration-Economic 
Development Assistance Programs, Recovery Act 
$108,219,302 
U.S. Marine Corps-Operation and Maintenance, Marine Corps, Recovery Act $98,575,559 
Department of Transportation-Maritime Administration-Assistance to Small 
Shipyards, Recovery Act 
$88,660,953 
U.S. Army Corps of Engineers - civil program financing only-Formerly Utilized Sites 
Remedial Action Program, Recovery Act 
$87,299,498 
U.S. Army Reserve Command-Operation and Maintenance, Army Reserve, $85,951,452 
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 Categories Funds Paid Out 
Recovery Act 
Federal Communications Commission-Digital-to-Analog Converter Box Program, 
Recovery Act 
$62,236,493 
Department of Homeland Security-U.S. Coast Guard-Acquisition, Construction, and 
Improvements 
$61,475,905 
USDA-Rural Housing Service-Rural Community Facilities Program Account $58,829,852 
Air National Guard-Military Construction, Air National Guard, Recovery Act $49,148,830 
National Guard Bureau, Office of the Chief- Military Construction, Army National 
Guard 
$45,117,269 
Department of Veterans Affairs-Under Secretary for Memorial Affairs / National 
Cemetery System-National Cemetery Administ 
$44,327,696 
Naval Reserve Force-Operation and Maintenance, Navy Reserve, Recovery Act $43,197,616 
Department of Defense-Working Capital Fund $42,225,148 
U.S. Agency for International Development-Capital Investment Fund $37,397,707 
Federal Communications Commission-Broadband Technology Opportunities 
Program, Recovery Act 
$34,624,902 
U.S. Marine Corps-Operation and Maintenance, Marine Corps Reserve, Recovery 
Act 
$34,480,617 
Department of Defense-U.S. Army Corps Of Engineers – Construction $24,979,508 
U.S. Army Corps of Engineers - civil program financing only-Regulatory Program, 
Recovery Act 
$24,095,951 
Air National Guard-Operation and Maintenance, Air National Guard, Recovery Act $23,239,728 
USDA-Natural Resources Conservation Service-Watershed Rehabilitation Program, 
Recovery Act 
$22,793,830 
USDA-Office of the Secretary of Agriculture-Agriculture Buildings and Facilities and 
Rental Payments 
$21,718,072 
Department of the Navy- Operations and Maintenance, Navy $16,658,734 
Department of Housing and Urban Development-Working Capital Fund - Recovery 
Act 
$11,221,411 
Headquarters, Air Force Reserve-Operation and Maintenance, Air Force Reserve, 
Recovery Act 
$10,591,148 
Department of Energy-Bonneville Power Marketing Administration-Construction, 
Rehabilitation, Operation and Maintenance We 
$7,093,918 
Department of Veterans Affairs-Immediate Office of the Assist. Sec. - Info. & 
Technology-Information Technology Systems, 
$5,597,409 
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 Categories Funds Paid Out 
Department of Defense-U.S. Army Corps Of Engineers - Operations and 
Maintenance 
$3,523,337 
Department of State-Working Capital Fund $3,519,933 
Working Capital Fund, Transportation Systems Center $2,997,577 
[-] Energy / Environment $20,117,815,095 
Department of Energy-Energy Efficiency and Renewable Energy, Recovery $9,779,676,104 
Department of Energy-Deputy Administration for Defense Programs-Defense 
Environmental Clean-up Recovery 
$4,630,119,756 
Department of Energy-Office of Emergency Operations-Electricity Delivery and 
Energy Reliability, Recovery 
$1,867,307,042 
Department of the Interior-Bureau of Reclamation-Water and Related Resources, 
Recovery Act 
$666,106,935 
Environmental Protection Agency-Hazardous Substance Superfund, Recovery Act $578,773,359 
Department of Energy-Title 17 Innovative Technology Loan Guarantee Program $385,829,628 
Department of Energy-Non-defense Environmental Clean-up, Recovery $376,424,219 
Department of Energy-Office of Nuclear Security/National Nuclear Security 
Administration-Uranium Enrichment Decontaminati 
$321,401,532 
GSA-Office of the Federal Acquisition Service-Energy-Efficient Federal Motor 
Vehicle Fleet Procurement 
$299,989,052 
Department of Energy-Energy Transformation Acceleration Fund $171,252,896 
Environmental Protection Agency-Leaking Underground Storage Tank Trust Fund 
Program 
$166,696,561 
Department of the Interior-U.S. Fish and Wildlife Service-Resource Management, 
Recovery Act 
$148,178,767 
Department of Housing and Urban Development-Green Retrofit Program (Grants) 
for Multifam Housing 
$148,052,627 
Department of the Interior-National Park Service.-Operation of the National Park 
System, Recovery Act 
$137,400,071 
Department of the Interior-Geological Survey-Surveys, Investigations, and 
Research, Recovery Act 
$120,472,604 
Department of the Interior-Bureau of Land Management-Management of Lands and 
Resources, Recovery Act 
$75,388,207 
Department of Housing and Urban Development-Office Healthy Homes and Lead 
Hazard Control-Lead Hazard Reduction, Recovery 
$73,896,923 
Environmental Protection Agency-Environmental Programs and Management $69,186,251 
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 Categories Funds Paid Out 
Department of Housing and Urban Development-Green Retrofit Program (Loans) for 
Multifam Housing 
$68,526,789 
Department of Energy-Weapons Activities $10,726,437 
Department of Energy-Advance Technology Vehicles Manufacturing Loan Program $8,870,022 
Department of Energy-Energy Efficiency and Renewable Energy $8,103,360 
Department of the Interior-National Park Service.-Historic Preservation Fund, 
Recovery Act 
$4,916,637 
Southwestern Power $325,000 
USDA-Conservation Operations $194,316 
[-] Housing $11,718,329,428 
Department of Housing and Urban Development-Assistant Secretary for Public and 
Indian Housing-Public Housing Capital Fund 
$3,640,147,055 
Department of Housing and Urban Development-Assistant Secretary for Community 
Planning and Development-Home Investment Pa 
$2,082,085,474 
Department of Housing and Urban Development-Assistant Secretary for Public and 
Indian Housing-Project-based Rental Assist 
$1,999,903,544 
Department of Housing and Urban Development-Assistant Secretary for Community 
Planning and Development-Community Developm 
$1,415,787,567 
Department of Housing and Urban Development-Assistant Secretary for Community 
Planning and Development-Homelessness Preve 
$1,166,873,171 
Department of Defense-Homeowners Assistance Fund, Recovery Act $555,000,000 
Department of Housing and Urban Development-Assistant Secretary for Public and 
Indian Housing-Native American Housing Blo 
$464,530,592 
USDA-Rural Housing Service-Rural Housing Insurance Fund Program Account $186,658,668 
Department of Treasury-Departmental Offices-Community Development Financial 
Institution Fund Program Account 
$99,456,465 
Department of the Air Force-Family Housing Construction, Air Force, Recovery Act $64,463,577 
Department of the Army-Family Housing Construction, Army, Recovery Act $21,142,068 
Department of the Air Force-Family Housing Operation and Maintenance, Air Force $15,591,794 
Department of the Army-Family Housing Operation and Maintenance, Army, 
Recovery Act 
$3,742,932 
Department of the Interior-Indian Affairs (Assistant Secretary)-Indian Guaranteed 
Loan Program Account, Recovery Act 
$2,946,521 
[-] R&D / Science $10,685,318,634 
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 Categories Funds Paid Out 
National Science Foundation-Research and Related Activities, Recovery Act $1,225,601,942 
Department of Energy-Office of Science-Science Recovery $1,183,671,672 
HHS-National Institutes of Health-National Institute of Allergy and Infectious 
Diseases 
$909,467,950 
HHS-National Institutes of Health-National Cancer Institute $798,914,029 
HHS-National Institutes of Health-National Heart, Lung and Blood Institute $614,403,003 
HHS-National Institutes of Health-National Center for Research Resources, 
Recovery 
$603,319,245 
HHS-National Institutes of Health-National Institute of General Medical Sciences $440,983,590 
National Aeronautics and Space Administration-Exploration, Recovery Act $393,074,080 
National Aeronautics and Space Administration-Science, Recovery Act $389,940,605 
Department of Energy-Assistant Secretary for Fossil Energy-Fossil Energy 
Research and Development 
$375,291,330 
HHS-National Institutes of Health-National Institute of Diabetes and Digestive and 
Kidney Diseases 
$369,516,440 
HHS-National Institutes of Health-National Institute of Neurological Disorders and 
Stroke 
$332,902,097 
HHS-National Institutes of Health-National Institute of Mental Health $291,208,672 
HHS-National Institutes of Health-National Institute of Child Health and Human 
Development 
$250,953,101 
HHS-National Institutes of Health-National Institute on Aging $224,289,931 
HHS-National Institutes of Health-National Institute on Drug Abuse $206,721,082 
HHS-Agency for Healthcare Research and Quality-Healthcare Research and 
Quality, Recovery 
$201,706,983 
Department of Commerce-National Oceanic and Atmospheric Administration-
Operations, Research, and Facilities, Recovery Act 
$188,955,608 
HHS-National Institutes of Health-National Institute of Environmental Health 
Sciences 
$150,349,638 
HHS-National Institutes of Health-National Eye Institute $147,078,750 
Department of Commerce-National Institute of Standards and Technology-Scientific 
and Technical Research and Services, Rec 
$142,388,715 
National Aeronautics and Space Administration-Aeronautics, Recovery Act $131,480,582 
HHS-National Institutes of Health-National Institute of Arthritis and Musculoskeletal 
and Skin Diseases 
$109,802,831 
145 
 
 Categories Funds Paid Out 
HHS-National Institutes of Health-National Human Genome Research Institute $100,194,504 
National Aeronautics and Space Administration-Cross Agency Support, Recovery 
Act 
$91,953,247 
HHS-National Institutes of Health-National Institute on Alcohol Abuse and 
Alcoholism 
$90,497,821 
HHS-National Institutes of Health-National Institute on Deafness and other 
Communication Disorders 
$87,735,230 
HHS-National Institutes of Health-National Institute of Dental and Craniofacial 
Research 
$81,397,277 
Department of the Navy-Research, Development, Test, and Evaluation, Navy, 
Recovery Act 
$69,537,991 
Department of the Army-Research, Development, Test, and Evaluation, Army, 
Recovery Act 
$68,654,641 
HHS-National Institutes of Health-National Institute of Bioimaging and 
Bioengineering 
$63,721,327 
Department of the Air Force-Research, Development, Test, and Evaluation, Air 
Force, Recovery 
$63,540,568 
HHS-National Institutes of Health-National Library of Medicine $62,655,805 
Department of Defense-Research, Development, Test, and Evaluation, Defense-
wide 
$59,002,000 
Department of Energy-General Science and Research Activities $44,539,993 
HHS-National Institutes of Health-National Center on Minority Health and Health 
Disparities 
$39,924,516 
HHS-National Institutes of Health-National Institute of Nursing Research $28,250,629 
HHS-National Institutes of Health-National Center for Complementary and 
Alternative Medicine 
$26,911,793 
HHS-National Institutes of Health-John E. Fogarty International Center $13,459,088 
Department of Energy-Office of Nuclear Security/National Nuclear Security 
Administration-Isotope Production and Distribut 
$10,139,527 
Department of the Navy-Research, Development, Test & Evaluation $404,017 
Prosthetics Research NIH, Recovery Act $400,741 
Environmental Protection Agency-Science and Technology Fund $275,674 
Department of Energy-Department of Energy-Title 17 Innovative Technology 
Guaranteed Loan Financing 
$100,369 
[-] Health $9,583,290,244 
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 Categories Funds Paid Out 
No TAS reported--Savings to States on State Contributions for Prescription Drug 
Costs Due to ARRA FMAP Increase 
$4,318,878,262 
HHS-Health Resources and Services Administration-Health Resources and 
Services, Recovery 
$2,061,004,383 
Department of Veterans Affairs-Under Secretary for Health / Veterans Health 
Administration-Medical Facilities, Recovery A 
$787,968,007 
HHS-Centers for Disease Control and Prevention-Disease Control, Research and 
Training, Recovery 
$564,998,571 
HHS-Office of Assistant Secretary for Administration and Management-Office of 
National Coordinator for Health Information 
$487,732,396 
HHS-Indian Health Service-Indian Health Facilities, Recovery $421,411,891 
USDA-Food and Nutrition Service-Commodity Assistance Program, Recovery Act $177,865,255 
HHS-National Institutes of Health-Building and Facilities, Recovery $153,961,764 
HHS-Administration on Aging-Aging Services Programs, Recovery $99,033,968 
USDA-Food and Nutrition Service-State Child Nutrition Programs, Recovery $98,917,850 
Department of Veterans Affairs-Grants for Construction of State Extended Care 
Facilities 
$95,267,598 
HHS-Indian Health Service-Indian Health Services, Recovery $83,205,463 
Department of Treasury-Internal Revenue Service-Health Insurance Tax Credit 
Administration, Recovery Act 
$78,004,145 
USDA-Food and Nutrition Service-Special Supplemental Nutrition Program for 
Women, Infants, and Children 
$75,359,961 
HHS-Office of Assistant Secretary for Administration and Management-Public Health 
and Social Services Emergency Fund, Rec 
$47,533,083 
HHS-Office of Assistant Secretary for Administration and Management-Prevention 
and Wellness Fund, Recovery 
$32,102,916 
HHS-Substance Abuse and Mental Health Services Administration $44,731 
[-] Other Programs $4,977,432,749 
Department of Commerce-Bureau of the Census-Periodic Censuses and Programs, 
Recovery Act 
$993,861,464 
HHS-National Institutes of Health-Office of Director, Recovery $849,601,300 
Department of Labor-Employment and Training Administration-State Unemployment 
Insurance and Employment Service Operations 
$827,053,512 
Social Security Administration-Administrative Expenses, Recovery Act $554,570,343 
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 Categories Funds Paid Out 
Small Business Administration-Business Loans Program Account, Recovery Act $551,704,178 
Department of the Interior-Indian Affairs (Assistant Secretary)-Operation of Indian 
Programs, Recovery Act 
$329,883,349 
Department of Veterans Affairs-General Operating Expenses, Recovery Act $150,616,147 
USDA-Under Secretary for Rural Development-Salaries and Expenses $107,586,647 
GSA-Office of the Federal Acquisition Service-Acquisition Services Fund $100,392,551 
Department of the Interior-National Business Center $83,114,003 
Departmental Administration - Recovery Act $82,567,760 
Small Business Administration-Salaries and Expenses, Recovery Act $59,770,425 
Department of Homeland Security-U.S. Customs and Border Protection-Salaries 
and Expenses, Customs and Border Protection 
$50,101,225 
Department of the Interior-Bureau of Reclamation-Working Capital Fund $27,822,213 
U.S. Army Corps of Engineers - civil program financing only-Investigations, 
Recovery Act 
$21,356,244 
Corporation for National and Community Service-National Service Trust - Recovery 
Act 
$21,160,146 
USDA-Farm Service Agency-Agricultural Credit Insurance Fund Program Account $20,241,772 
Department of State-Bureau of Consular Affairs-Diplomatic and Consular Program, 
Recovery Act 
$19,506,254 
Department of Treasury-Departmental Offices-Administrative Expenses, Recovery 
Act 
$18,060,115 
USDA-Farm Service Agency-Salaries and Expenses, Recovery Act $17,847,679 
Department of Labor-Employment Standards Administration-Salaries and Expenses $14,134,464 
Department of Housing and Urban Development-Administration, Operations, and 
Management - Recovery Act 
$11,421,707 
Energy Information Administration, Recovery Act $7,998,712 
Department of Labor-Office of the Assistant Secretary for Administration and 
Management-Salaries and Expenses 
$7,385,134 
Department of Labor-Occupational Safety and Health Administration-Salaries and 
Expenses 
$6,898,027 
Corporation for National and Community Service-Salaries and Expenses - Recovery 
Act 
$5,932,203 
Department of Housing and Urban Development-Assistant Secretary for Community 
Planning and Development-Personnel Compensa 
$5,824,919 
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 Categories Funds Paid Out 
Department of the Interior-Working Capital Fund $5,379,082 
Department of Labor-Employee Benefits Security Administration-Salaries and 
Expenses 
$4,906,566 
Expenses -- Recovery Act $4,237,445 
Department of Housing and Urban Development-Assistant Secretary for Public and 
Indian Housing-Personnel Compensation and 
$3,650,591 
GSA-Office of Governmentwide Policy-Government-wide Policy, Recovery Act $3,147,850 
Department of Commerce-Economic Development Administration-Salaries and 
Expenses - Recovery Act 
$2,764,930 
Working Capital Fund $1,182,343 
DOJ-Office of the Inspector General, Recovery Act $900,000 
Department of State-U.S. and Mexico International Boundary and Water 
Commission-Salaries and Expenses, IBWC 
$859,455 
Railroad Retirement Board-Limitation on Administration, Recovery Act $821,762 
Department of the Interior-Office of the Inspector General-Salaries and Expenses, 
Recovery Act 
$770,095 
Recovery Act – ARRA $679,974 
HHS-Office of Assistant Secretary for Administration and Management-General 
Departmental Management 
$666,786 
Department of Homeland Security-Office of the Under Secretary for Management, 
Recovery Act 
$630,000 
Department of Housing and Urban Development-Office Healthy Homes and Lead 
Hazard Control-Personnel Compensation and Benef 
$229,391 
Other Defense Activities Recovery Act Reimbursable Work for Other Federal 
Agencies 
$193,986 
Small Business Administration-Surety Bond Guarantees Revolving Fund - Recovery 
Act 
$0 
Railroad Retirement Board-Administrative Expenses, Recovery Act $0 
Department of Housing and Urban Development-Housing Personnel Compensation 
and Benefits - Recovery Act 
$0 
[-] Family $4,821,464,623 
HHS-Administration for Children and Families-Children and Families Services 
Programs, Recovery 
$2,838,389,383 
HHS-Administration for Children and Families-Payments to States for Child Care 
and Development Block Grant 
$1,983,075,240 
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 Categories Funds Paid Out 
[-] Job Training / Unemployment $4,296,656,890 
Department of Labor-Employment and Training Administration-Training and 
Employment Services 
$3,409,401,704 
Department of Education-Office of Special Education and Rehabilitative Services-
Rehabilitation Services and Disability Re 
$591,692,416 
Department of Labor-Office of the Assistant Secretary for Administration and 
Management-Office of Job Corps, Recovery Act 
$177,236,069 
Department of Labor-Employment and Training Administration-Community Service 
Employment for Older Americans 
$116,382,883 
Department of Transportation-Maritime Administration-Operations and Training, 
Recovery Act 
$1,943,818 
[-] Public Safety $4,134,398,837 
Department of Justice-Office of Justice Programs (OJP) - Department of Justice $2,285,487,202 
Department of Homeland Security-Transportation Security Administration-Aviation 
Security, Recovery Act 
$525,571,418 
Department of Justice-Community Oriented Policing Services (COPS) - Department 
of Justice 
$422,187,874 
USDA-Forest Service-Wildland Fire Management, Recovery Act $352,590,617 
Department of Justice-Office on Violence Against Women (OVW) - Department of 
Justice 
$162,043,384 
Department of Homeland Security-Federal Emergency Management Agency-State 
and Local Programs, Recovery Act 
$102,702,367 
Department of Homeland Security-Federal Emergency Management Agency-
Emergency Food and Shelter, Recovery Act 
$100,000,000 
Department of Homeland Security-Federal Emergency Management Agency-
Firefighter Assistance Grants, Recovery Act 
$75,708,246 
Department of Homeland Security-U.S. Customs and Border Protection-
Construction, Customs and Border Protection 
$48,986,758 
Department of Homeland Security-U.S. Customs and Border Protection-Border 
Security Fencing, Infrastructure, and Technolog 
$18,139,764 
Department of the Interior-Wildland Fire Management, Recovery Act $13,904,026 
Federal Protective Services - Recovery Act $11,902,696 
Department of Justice-Bureau of Alcohol, Tobacco, Firearms and Explosives (ATF) - 
Department of Justice 
$8,159,000 
Department of Homeland Security-U.S. Immigration and Customs Enforcement-
Automation Modernization, Immigration and Custom 
$7,015,485 
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 Categories Funds Paid Out 
Total Funds Paid Out $211,455,560,062 
Overview of ARRA Funding: Contracts, Grants, and Loans (2012). Retrieved from 
http://www.recovery.gov/Pages/default.aspx 
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 Appendix C 
Demographic Questionnaire 
 
 
Demographic Questionnaire 
          
   
Male Female 
     1. What is your gender?     
     
          2. What is your age?   Years Old 
     
          3. What is your race? 
       
 
American 
Indian or 
Native 
American 
Asian 
American 
or Pacific 
Islander 
Black or 
African 
American Caucasian Hispanic Other 
   
 
            
   
          4. What is the highest education level you have attained? 
    
 
High 
School 
Some 
College 
Associates 
Degree 
Bachelors 
Degree 
Graduate 
Degree 
Doctorate 
Degree 
   
 
            
   
          5. How many years of work experience did you have before starting your business? 
  
 
  Years 
       
          6. Did you have corporate experience prior to starting your company?     
 
 
Yes No 
       
 
            
   
 
If so how many years?   Years 
    
          
    
Yes No 
    7. Have you owned other companies?     
    
 
If so how many?   
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 8. How long have you been the owner of this current   
   
 
company?   Years 
      
   9. How many employees are currently employed by the company (full and part- 
        time)? 
  
   
Full-time Part-time 
     
   
    Employees 
   
          10. What is the legal structure of your company? 
     
 
Sole 
Proprietor Partnership S Corp LLC C Corp 
    
 
          
    
          11. What was the annual revenue of the company last year? 
    
 
0 - $500k 
$501k - 
$999k 
$1M - 
$1.499M 
$1.5M - 
$1.99M 
$2M - 
$2.499M $2.5M+ 
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 Appendix D 
Measure Checklist 
 
 
Measure Checklist 
  Please place a check next to each reason you decided to start a business. 
Check if Applicable to You Reason Started Business 
  Making Money 
  Professional Achievement 
  Independence 
  Personal Fulfillment 
  Other: 
  Other: 
  Other: 
 
 
Please place a check next to each measure found below that is used as a 
measure of success in your business.  In other words, what measures from 
the list below do you use to measure the success of your business? 
Check if Used in Your Business Success Measure 
  Above Industry Profits 
  Agreement with Family on Business Items 
  Better Financial Performance than 
Competitors 
  Business Profitability 
  Company Survival 
  Effectiveness of the Organization 
  Employee Satisfaction 
  Employees Feeling the Business is Successful 
  Gross Profit 
  Gross Revenues of the Business 
  Increase in Business Profit Over Time 
  
Increase in the Number of Employees Over 
Time 
  Increasing Market Share 
  Length of Time a Small Business Owner 
  Longevity of the Business 
  Name Recognition 
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 Check if Used in Your Business Success Measure 
  Net Profit 
  Number of People Employed 
  Owner Earnings 
  Personal Financial Gains 
  Personal Income 
  Personal Pride and Self-esteem 
  Plans for the Future of the Business 
  Pride in the Product or Service Delivered 
  Profit Ratio 
  Revenue greater than $500k 
  Size of the Business 
 
 
Please enter any measures of success used in your business that were not 
listed above. 
Other Measures of Success Used in Your Business 
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 Appendix E 
Interview Questions 
 
 
Interview Questions 
Participation Eligibility Questions: 
1. Do you belong to the sub-committee of the Chamber of Commerce? 
2. Are you an owner of a business employing 500 or less?  
Why Participants Started a Business Questions: 
1. What were your motivations for starting a business? 
2. What influenced these motivations? 
How Do Participants Define Business Success Questions: 
1. How do you define success for your business? 
2. What contexts or experiences make you define business success the way you do? 
How Do Participants Measure Business Success Questions: 
1. How do you measure success in your business? 
2. What has affected you choosing your measure for business success? 
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 Appendix F 
 
Measures of Business Success Found in Literature Review 
 
 
Measures of Business Success Found in Literature Review 
Author Measure of Success Used 
Sorenson (2000) Change in Profit in Last Five Years (self-declared) 
Astebro and Bernhardt 
(2003) 
Company Survival 
Besser (1999) Self Declared Success, Change in Number of Employees 
in Last Five Years, and Plans for the Future 
Buttner and Moore (1997) Profits, Business Growth, Self-fulfillment, Achievement 
of Goals, Social Contribution and Balancing Family 
Chawla, Pullig, Alexander 
(1997) 
None 
Coleman (2007) Revenue greater than $500k 
Danes, Loy, and Stafford 
(2008) 
Gross Business Revenues, Congruity 
Fairlie and Robb (2007) Employment Growth, Profit, Longevity 
Fasci and Valdez (1998) Gross Revenue, Net Profit, Profit Ratio 
Horridge and Craig (2001) Pride in Product, Increased Market, Name Recognition, 
Money or Income 
Kalleberg and Leicht (1991) Gross Earnings, Firm Survival 
Loscocco and Leicht (1993) Gross Revenue 
Loscocco and Leicht (1993) Owner Earnings 
Loscocco, Monnat, Moore, 
And Lauber (2009) 
Size of Business 
Lussier (1995) Industry Average Profits 
Miller, Besser, Malshe 
(2007) 
Self-Declared Success 
Rogoff, Lee, and Suh (2004) Participant Determined 
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 Author Measure of Success Used 
Sorenson (2000) Financial Performance vs. Major Competitors (self-
declared) 
Valdiserri and Wilson (2010) Employee  
Effectiveness, Employee Satisfaction 
van Praag (2003) Length of Time a Small Business Owner 
Variyam and Kraybill (1994) Employment Growth 
Zhao, Seibert, and Lumpkin 
(2010) 
Firm Survival, Firm Growth, Firm Profitability 
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